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Here's a buy — Dexter's new lock No. 1102 for outswing- 
ing aluminum screen and combination doors — and here's | ”" — 1%)" — 
why: Aluminum knob and lever handle and 1” x 3” stainless 
steel escutcheons have weather-protecting finish to match | | 
doors. Spindle is durable solid steel. No zinc die cast parts. a aol f > | 
Rugged tie bolt construction. Slide lock on inside escutcheon 1 i] I 
locks easily, securely. Adjustable strike and self-locating tie | re: 
screws assure quick, easy installation. Installs in 5/16” holes. 
Fits doors %” to 1%” thick; available on special order for : | 
doors down to %”" thick. Will fit door stiles as narrow as 12”. 
Perfectly suited for use with Dexter Dialmatic Door Closer. 
Packaged individually or bulk. Write for prices. 
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DEXTER LOCH DIV ISIONT enter industries, inc. grand rapids, michigan 


In Canada; Dexter Lock Canada ttd., Guelph, Ontario ° In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V., Mexico City 


WORLD'S LARGEST MANUFACTURER OF LOCKS FOR SCREEN AND COMBINATION DOORS 
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WE GIFTS 


Get this DISSTON silf-s 


@ it displays itself 


@ it gives you the opportunity to sell 
a combination package: 
DISSTON D-23 HAND SAW and a 
DISSTON CARLSON 3310 STEEL TAPE RULE 


@ or to sell the saw by itself 


Note the big sales appeal of the very popular D-23 Hand 
Saw in 26” length and Big Chief Rule 10-feet long. See why 
we call them self-selling. Look at the two-part sleeve! The 
top part sells the package, then tears off leaving the biggest 
Merry Christmas tag ever 


Order these profit-producers through your DISSTON wholesaler now. 


Henry DISSTON DIVISION 


H. K. PORTER COMPANY, INC. 
Philadelphia 35, Pa. 
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HERE'S HOW TO DISPLAY this new DISSTON saw-end-rule 
combination package to make it a real traffic-stopper 


CHRISTMAS PACKAGE 


Full page DISSTON ads in 
POPULAR MECHANICS POPULAR SCIENCE 
MECHANIX ILLUSTRATED 
feature this gift package! 


DissTON-CARLSON STEEL 
Tare RULEGS are bay 
easy to read, fam eee 
high q sality The #4 
has a 10-foot reach, is % 
wide, has patented swing 
ae 10-second | } 


? 
change features List $4 
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plywoods ever developed 


Brushed Wood plywood may be used in either modern or 
traditional decorating, in home or com- 
mercial construction. 

Roseburg’s ‘“deep-brush’’ finish gives 

the panels a warm, luxurious ripple tone 

effect, creating a striking tex- 
tured surface. 

All panels are clear face. For 
finishing, the panels provide a 
wide range of possibilities such 
as natural finishes featuring the 
honey colored tones of the wood 
itself, exciting accent colors that 
bring drama to problem corners, 
or beautiful tone-on-tone combi- 













nations of tints. 


ORDER NOW from your nearest 
ROSEBURG JOBBER 
or wholesaler 


P. O. Box 1091 
ROSEBURG, OREGON 


4 Circle No. 2 on Coupon, page 126. 


-».one of the most beautiful decorative 






ROSEBURG 
BRUSHED Woop 
PLYWOOD 









Texture One-Eleven 
Most popular new plywood ex- 
terior siding in the nation. 8, 
9 and 10 tt. lengths, 48, 32 » 
and 16 inch widths. In great 
demand so order today! 










Brushed 
Textured One-Eleven 


Encompassing all the popular 
features of regular Texture 
One-Eleven, Brushed One 
Eleven has a deep etched sur- 
face displaying a rippled 3-d 
grain effect 












Crezon Plywood 
A permonent, protective over 
lay is fused to exterior plywood 
producing a satin smooth sur 
face. Ideal for cabinets, siding, 
signs, boat hulls, etc 










Roseburg Lumber 
Cut from the nation’s largest 


stand of virgin timber, Rose 
burg Quality lumber is 100% ® 
kiln dried and end stomped, 

excepting plank and timbers. 
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the TOUGH vapor barrier jobs 


AS 


90 to ROTBAR NO. 5 


ROTBAR NO. 5: TOUGH, STRONG, 





WATERPROOF, GLASS-REINFORCED 
PAPER MEETS ALL VA, FHA REQUIREMENTS 


FOR SLAB AND CRAWL SPACE 


APPLICATIONS. 


Across the nation dealers say Glas-Kraft 
ROTBAR NO. 5 has No. | Acceptance from 
Architects, Builders, Contractors and Home 
Owners, ROTBAR NO. 5 is not a stretchy 
delicate plastic film. It was built for the job 
the rugged jobs, It's strong, tough, light, 
waterproof, easy to handle, hard to tear, 


difficult to puncture. 


Call the Glas-Kraft Distributor in 
your area now for samples, prices and 
literature, or write 


Graphic proof of ROTBAR's 
high resistance to tears and 
punctures! Concrete slab being 
poured on ROTBAR NO. 5 
membrane, laid directly over 
sharp, coarse aggregate base. 
Waterproof construction and 
insulating properties of ROTBAR 
add extra value. 


Here's why you too should stock and sell Glas-Kraft ROTBAR NO. 5: 


DURABILITY ROTBAR NO. 5 Glas-Kraft has amazing all-directional 
strength, high resistance to tears and punctures. Miles of non-deteriorat- 
ing glass fibres are bonded between chemically treated layers, under 
heat and pressure. 

Your customer saves twice: when he buys and when he 
with 18” to 96” wide rolls or lapped blankets up to 26’ wide. 


ECONOMY 
installs 
These mean easier handling, fewer man-hours on the job. 


ACCEPTABILITY ROTBAR NO. 5 Glas-Kraft fully meets VA and FHA 
MPR Revisions #51 and #55 requirements. It was specifically designed 
and tested for longer, better protection against moisture and soil bacteria. 


GLAS-KRAFT 


ca €¢ OR f Oe At BD 
LONSDALE, RHODE ISLAND 


TRADEMARK 
REGISTERED 


Circle No. 71 on Coupon, page 126. 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Announce final NRLDA exposition plans. 

Full-dress committee meeting last month finalized details for the big show 
in Chicago, December 10-13. Enthusiastic reports from committee chairmen point 
to the biggest and best exposition yet. 

Breakfast clinics at the hotel and luncheon clinics at the International 
Amphitheatre has averted clinic conflicts. New ready-mix clinic added to 
exciting program. (See next issue for details.) 








Prefab house output is down this year. 

Fewer people are buying prefabs as well as conventionally built homes. In 
fact, the prefab industry is down 19% compared with 18% for houses erected the 
usual way. Easier financing has often been credited for stimulating 
prefab sales. 

Nevertheless, National Homes Corp., the nation's leading prefabber, is 
expecting a profit rise this year, although unit sales are expected to slip 
from 22,866 to 17,500. Reason: National is building more expensive homes, up 
to $40,000. Most of its volume continues to be concentrated in the $10,000— 
$15,000 bracket. 





OHI means more business—IF. 

Obviously, the IF is premised on intelligent and intensive promotion, Bub 
Blackstock, Seattle dealer who heads OHI in that area, says building permits 
are up 35% in Seattle. (See his story, "Helps Contractors Promote OHI," on 
page 52.) 





New construction reaches peak. 

A record outlay of $4.26 billion in new construction was reached in August, 
reports the commerce and Labor Departments. This included an all-time high 
for office and warehouse building; private industrial plants, public utilities, 
Schools, highways, sewer and water works and public service enterprises. 

August brought the total construction figure for the year to 28.4 billion, 
nearly half a billion and 2% above the eight-month total for last year. 

Although private residential building declined $977 million for the first 
eight months, this was offset by gains of $443 million in private industrial 
building; $306 million in utilities construction and $298 million in commercial 
buildings. 














Ask conference to shake housing slump. 

Home builders claim government is ignoring the slow-down in housing starts. 
The NAHB claims the situation is critical, pointing to a drop-off of 18% in 
starts for the first seven months of this year. 

Joe Haverstick, NAHB president, issued the statement following a week-long 
meeting of national NAHB officers and policy committee members. He said, 
in part: 

"The failure of the housing agencies, the Federal Reserve Board, Treasury 
and other officials concerned to coordinate their planning in advance has 
brought about this imbalance between Federal Housing Administration-Veterans 
Administration Loan and current market conditions. 





Long pull outlook for residential building is good. 

Despite the tight mortgage market, which is likely to continue for sometime, 
private residential building predictions for 1957 are definitely favorable. 

This doesn't mean new Starts will set a record. It does mean another year 
of over one million new homes—perhaps even a better year than ‘56. 

Here's the reasoning: present mortrage terms are like ly to remain as they 
are for the rest of the year—a period when starts normally slacken off. Easier 
terms now would be offset by seasonal decline in starts. Early next vear could 
change the picture IF construction as a whole should start to drop off and IF 
the demand for private homes continues as it appears likely to do. 


(news continued on next page) 





ButtpInGc Propucts MERCHANDISER 





SHAPE FINAL PLANS FOR NRLDA SHOW 


Final plans for the 3rd annual 
NRLDA exposition in Chicago, De 
cember 10-13, were made at a meet 


ing of the General Exposition Com- 


mittee in Chicago last month 


Already confirmed hotel reserva 
tions indicate that this will be the 
largest and most successful dealer 
convention in history. 


An eight-page brochure announe 
ing complete convention details, in 
cluding the full program, will be 
mailed to 23,000 lumber dealers 
shortly 


A Ready-Mix Clinic under the 
chairmanship of T. Merritt Ludwig, 
executive vice-president of the Mer 
ritt Lumber Yards, Inc,, Reading, 
Penna., has been added to the pro 
yram 

Daily breakfast clinics at the 
Conrad Hilton, the convention head- 
quarters hotel, and luncheon clinics 
at the Amphitheatre, where 
200 manufacturers will exhibit 
products, will make the three-day 
affair a profitable one for dealers. 


Dealer comments following wide 
spread publicity indicate that the 
two convention features of greatest 
interest will be the 
Showroom (35 x 90’), co-sponsored 
by American Lumberman and 
NRLDA and the three NRLDA 
model homes now being built neat 
Chicago 

The Profit-Maker Showroom will 
be stocked with products supplied 
by scores of manufacturers. James 
Lindenberger, American Lumber 
man's architectural consultant, de 
signed the store following consul 
tation with a dealer committee 
Gordon Lawler, managing editor of 
American Lumberman, is co-chair 


over 


Profit-Maker 


man of the Profit-Maker Showroom 
with John P. Cooney, Edward Hines 
Lumber Co., Chicago. 

Special busses will carry dealers 
and their wives to the three model 
homes, which incorporate the home- 
design ideas of the Women’s Hous- 
ing Congress sponsored by Albert 
Cole, administrator HHFA, A na- 
tionwide TV broadcast will prob 


NEWS in 


ably be made from one of these 
houses. Plans for these homes will 
be made available to dealers in time 
for 1957 spring and summer open 
house promotions. 


Breakfast clinics. The conven- 
tion officially opens with a kickoff 
breakfast at the Hilton on Monday, 
December 10. Dealers will then mo 
tor to the International Amphi- 
theatre for opening ceremonies at 
10 a.m 

Other breakfast clinics running 
from 8-10 a.m. will be as follows: 

Tuesday, December 11—-Women’s 
Congress Model Home Program, 
Robert A. Jones, executive secretary 
of the Middle Atlantic Lumbermen’s 
Association, clinic chairman. Con 
struction details of these homes will 
be explained by an HHFA spokes 
man, Plans are being made to tele 
vise these homes nationally simul 
taneously with the clinic program 

Wednesday, December 12—Man 
agement Side of Merchandising, 
Jack Parshall, Building Supply 
News, clinie chairman. 


Thursday, December 13—Profit 


FINAL PLANS for the third annual NRLDA exposition in Chicago, December 10-13, 
were made at @ meeting of the general exposition committee at the Conrad Hilton 


Hotel, Chicago, September | 2. 


8 


October a 


Management, J. C. O’Malley, O’ Mal 
ley Lumber Co. Phoenix. A feature 
will be a new film on business man- 
agement for the retail lumber dealer 
by U. 8. Gypsum Co 


Amphitheatre clinics. Two 
morning clinics at the Amphitheatre 
will be repeated each day from 10 
a.m, to noon. These are the Com- 
ponent Parts Action Clinic and How 
to Merchandise Power Tools 

Every new-house component, in 


BRIEF 


cluding pre-assembled room and wall 
and floor panels will be pre-cut on a 
specially-built theater stage while 
the dealers watch from the bleach 
ers. 


The components parts clinic will 
be under the direction of Fred Dill, 
Dain & Dill Lumber Co., Carmel, 
N. Y., assisted by Donald Kovar, 
Joseph Lumber Co., Chicago; Ray- 
mon Harrell, director, Lumber Deal- 
ers Research Council and Carl Nor- 
cross, executive editor, House & 
Home. 


William E. Wannamker, Gee Lum- 
ber Co., Chicago, heads the morning 
clinic on power tool merchandising 
Experts will detail every phase of 
displaying, advertising, rental and 
sale of power tools. Manufacturers 
will demonstrate their latest equip- 
ment in their individual booths 


Luncheon clinics, also at the 
Amphitheatre, are scheduled as fol- 
lows: 


Monday — Successful OHI Ex 
periences, Robert Blackstock, 
H. W. Blackstock Lumber Co., Se- 
attle, chairman. 


Tuesday——Profitable Kitchen Re- 
modeling, Harold J. Esser, Long 
Bell Lumber Co., Kansas City, clinic 
chairman. 


Wednesday Opportunities in 
Ready-Mix, T. Merritt Ludwig, 
executive vice-president, Merritt 
Lumber Yards, Inc., Reading, 
Penna., clinic chairman. 


Entertainment features will in 
clude a cocktail party at the Con 
rad Hilton on Monday night. The 
host will be the Cook County (III.) 
Lumber Dealers Association. The 
convention banquet will be held 
Wednesday night at the hotel. 


The registration fee of $15 will 
admit a dealer to all clinic ses 
sions; $5 for one day. Advance 
registration can be made to W. B 
Kennedy, Jr., National Retail Lum- 
ber Dealers Association, 302 Ring 
Building, 18th and M Streets, N.W., 
Washington 6, D. C. 
LUMBERMAN 
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There’s plenty of profit in flooring sales to the big do-it-yourself market. 
So why not set yourself up by stocking the line designed for over-the-counter selling? 


Don’t miss out on this one: profitable over-the- 
counter selling of famed Goodyear Vinyl Flooring! 
It’s practically a “‘self-selling” item—backed by a 
special program expressly designed for serving 
your growing Do-It-Yourself Trade! 

Goodyear provides everything needed for home 
installation — floor planning graphs, inexpensive 
Flor-Master Self-Installation Kits, complete 
instructions, conveniently packaged tiles and 
adhesives. 


In addition, stocking dealers get a complete 
merchandising package with materials beamed 
directly at “Do-It-Yourselfers” — giant easel dis- 
play for quick customer-selection of beautiful 
Goodyear Vinyl colors — full-color literature and 
handouts, streamers, newspaper ad mats. Every- 
thing! It makes flooring a hot cash-and-carry 
item, and it will pay off for you in a big, big way. 


BUILDING Propucts MERCHANDISER 


Get full information today on pre-packaged 
Goodyear Vinyl—the standard for quality in more 
than a million homes — and brilliant new TRIPLE- 
TONE Vinyl by Goodyear, the freshest fashion in 
terrazzo-style vinyl yet produced! 
Write: Goodyear, Flooring Dept. V-8122, 
Akron 16, Ohio 


GOOD*YEAR 
Vinyl Footing 


FOR FLOORS + WALLS + COUNTER TOPS — IN TILES AND ROLLS 


Vlor-Master, Triple-Tone-T M's The Goodyear Tire & Ruther Company, Akron, Onie 


Circle No. 3 on Coupon, page 126. 
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1001 USES for 


HARBORITE 


the miracle overlaid fir plywood...super-resistant to wear, weather and water! 
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NOW AVAILABLE IN 2 craves: 
NEW HAR B 0 R ITE FAMOUS 


LOW COST GRADE MARINE GRADE 
Srariey with y, hie re. Overlay with 


ee 
H AR K () 7 ITE special purpose core! > { yp solid weed core! 


HERE IT 1S! HARBORITE at a lower cost...yet with the same 
resin impregnated overlaid surface...the same resistance to 













YOU KNOW IT AS “HARBORITE”.. the original overlaid 
fir plywood...the leader of its field. Now we're calling it 


wear, weather and water...the same defiance to grain-raise HARBORITE Super-Grade. You've probably always called it 


and checking. The new special purpose core and back of "C”’ “super”, because it’s the finest marine grade plywood...the 


grade veneers...and a single-sided overlay on a solid face core is all ‘‘B” grade veneers or better...PLUS tough, abrasion- 
make a new low cost possible. Also available with overlay 


on both sides at comparable low cost. We call it Special 


resistant overlaid facings on two sides. HARBORITE Super-Grade 
is recommended for all building, marine and industrial uses 


HARBORITE, and you'll call it wonderful / that require a flawless solid wood core! 


Available in standard and special sizes and thicknesses. Also special sizes in lapped and vertical grooved siding. 


Sales offices and warehouse stocks in: 


ABERDEEN-ATLANTA+ CHICAGO > CINCINNATI: HOUSTON - INDIANAPOLIS - JACKSONVILLE 








From the 
Royal Family 
of Plywoods! 





HARBOR 


PLYWOOD CORPORATION 











Aberdeen, 
Washington 
































Biggest ad campaign...for bigger sales! 


HARBORITE 


nationally advertised in: 





DOES THE JOB BETTER 


Concrete Forms 





Pattern Work 








ARCHITECTURAL, LIGHT CONSTRUCTION Rudder 





sity 


LOS ANGELES: SAN FRANCISCO ~ SEATTLE: TAMPA other major cities 


G 


HARBOR PLOW 


.- - LASTS LONGER! ENGINEERING, HEAVY CONSTRUCTION American Builder Boat & Equipment News 

Engineering News Record Practical Builder Yachting 

Architectural Forum Architectural Products Sea & Pacific Motor Boat 
Soffits Built-ins Contractors & Engineers SIGNS Pacific Work Boat 
Gable Ends Doors Construction Methods Pacific Fisherman 

- Signs of the Times 
Lapped Siding Partitions Construction Equipment American City Southern Fisherman 
Flat Siding Flooring nad ga Traffic Engineering a peed 
Public Work oating ustry 

Outside Storage Store Fixtures PF-Magazine of Pretabrication ublic Works 
Work Sheds Surf Boards BOATING OUTDOOR SPORTS 


Sports Afieid 


, House & Home Motor Boating Outdoor Life 
Signs & Displays § —_ Refrigerators Arts & Architecture Outboard Field & Stream 
Boat Building Chemical Tanks 
Cabinets Die Blocks 
Garage Doors Work Tables 
Fence Panels Shelving 
Roof Coverings Bakery Racks MAIL THIS f 
Board and Batten Siding HARBOR PLYWOOD CORPORATION | 
UA 
| ' Aberdeen, Washington ’ 
NEW USES REPORTED EVERY DAY! COUPON TODAY! 1 want to know all about: (check one or bott 
C] Spectral HARBORITE [] HARBORIT uper Grad 
Sold at Leading Lumber Dealers einai pre am 
Name 
Firm 4 
Address 





NEWS in BRIEF 


(begins on page 8) 


NRLDA'S WOMEN-DESIGNED HOMES 


Construction of three homes planned 
in accordance with recommendations 
of housewives is underway in the Chi 
cago area. The homes are being built 
by the National Retail Lumber Deal 
ers Association as a feature of it 
Building Products Exposition to be 
held in Chicago Dec. 10-13 


The recommendations for the homes 
were laid down by housewives who at 
tended the Women’s Congress on 
Housing in the nation’s capital earlier 
this year. Plans for the three mode! 
homes were enthusiastically approved 
by seven Chicago area housewive 
who attended the meeting in Wash 
ington, D. ¢ 


The women told Paul DeVille, chai: 
man, of NRLDA’s Committee on 
Women’s Housing, that the three 
model homes met the major specifica 
tions agreed on at the Congress for 
families with growing children 


One of the homes is a split-level 
The others are one-story dwellings 
with and without basement The 
houses range in floor area from 1,350 
to 1,450 square feet. Each contains 
three bedrooms, 1% baths, a family 
room, living room, kitchen and a din- 
ing room or area 

The homes will be completed in 
time for showing to lumbermen at- 
tending the NRLDA exposition. After 
the lumbermen have previewed the 
homes they will be opened for public 
inspection, Later they will be offered 
for sale. 


HOUSEWIVES STUDY NRLDA PLANS for 


women want in their new homes 


Kitchen Colors Standardized 


nation’s largest paint 
manufacturers are cooperating with 
Youngstown Kitchens in making 
available ready-mixed paints that ex- 
actly match the kitchen firm’s cabinet 
colors 

The cooperating firms are Benja- 
min-Moore, DuPont, Glidden, Martin- 
Senour, Pittsburgh and Sherwin- 
Williams fJecause of the national 
distribution of these paints, dealers 
who handle the Youngstown line can 
now furnish customers with paints to 
match the cabinets. Decorators gen- 
erally suggest that kitchen color 
schemes are enhanced by picking cab 
inet colors for use on woodwork and 
other parts of the room 


Six of the 


More Money for Mortgages 


Harold P. Braman, executive man- 
ager, National Savings and Loan 
League, says there will be a greater 
supply of mortgage funds for housing 
credit during the balance of 1956 than 
was previously expected. 

“The excellent savings picture at 
the end of the first six months as 
shown by figures now becoming avail. 
able from official sources,” Braman 
declared, “indicates a greatly im- 
proved situation on available mort- 
gage money.” 

He pointed out that net savings in 
flow totaled $2.7 billion in the first 


model homes based on what the nation's 


Left to right, Mrs. Warren A. MeConchie, Park Forest, 


lll.; Mrs. Stanley Anderson, Lake Forest, Ill.; Paul V. DeVille, chairman, NRLDA's Women's 


Housing Committee; Raymond A. Schaub 
watose, Wis Miss Annabella Heath 
Finance Agency 
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president 
assistant 


NRLDA; Mrs 


administrator 


Ralph Kempe, Wau- 
Housing and Home 


six months, up 3% over last year 
Braman blamed the decline in housing 
on the Federal] Reserve System and 
the Federal Home Loan Bank. He 
commented that home building will 
continue to suffer as long as these 
agencies restrict credit 


Cement Shortages End 
A balanced supply-demand situa- 
tion is gradually being approached by 
the cement industry after years of 
spot shortages resulting from _in- 
creased activity in construction. Ca- 
pacity will jump from 320 million bar- 
rels at the beginning of this year to 
350 million by January 1, 1957. Here 
and there cement is still tight. Chi- 
cago, Florida and one or two other 
points are feeling the pinch. But the 

overall shortage is about over. 


1956 Conventions 
OCTOBER 


18-19, Oklahoma, 
NOVEMBER 


27-28-29, Southeastern, 
more hotel 


DECEMBER 
10-11-12-18, National 
Assn., Chicago, IIl., 


1957 Lumber 
Dealer Conventions 


Oklahoma City, auditorium 


Atlanta, Atlanta Bilt 


Dealers’ 
Amphi- 


Retai] Lumber 
Internationa! 


JANUARY 

7-8-9, Kentucky, Louisville, Kentucky hotel 

15-16-17, Northwestern, Minneapolis, auditor- 
ium 

19-20-21, Wisconsin, Milwaukee, auditorium 

20-24, National Association of Home Batilders, 
Chicago, Conrad Hilton and Sherman hotels 
and Coliseum 

23-24-25, Southwestern, 
lum 

27-81, 
hotel 


FEBRUARY 

4-5-6, Intermountain, Elko, Nev 

5-6-7, Michigan, Grand Rapids, auditorium 

6-7-8, Middle Atlantic, Atlantic City, 
fonte-Haddon Hall 

6-7, South Dakota, Sioux Falls 

, Western Penna., Pittsburgh, William Penn 

hotel 

8-14, Illinois, Chieago, Hotel Sherman 

8-14, Tennessee, Nashville (no exhibits) 

4-16, Mountain States, Denver, Shirley 
Savoy hotel 

18-14-15, Ohio. Columbus 

13-14-15, Virginia, Richmond, John 
hotel (no exhibits) 

19-20-21, Wisconsin, Milwaukee, auditorium 

19-20-21, Western, Spokane, Davenport hotel 

20-21-22, Nebraska, Lincoln 

21-24, West Virginian, White Sulphur Springs, 
Greenbrier hotel (no exhibits) 


MARCH 

1 to 15, Montana*® 

4-4-5, North Dakota 

5-6-7, Indiana, Indianapolis, Murat Temple 


Kansas City, auditor- 


Northeastern, New York City, Statler 


Chal 


2-1 
2-] 
8-1 


Marshal! 


2-18-14, lowa, Des Moines, auditorium 
8-14, Carolina, Charlotte, coliseum 
Louisiana, New Orleans, Jung hotel 
2», Mississippi, Biloxi, Buena Vista hotel 
27-28-29, Independent, Minnesota, St 
auditorium 


APRIL 

1-3-4 New Jersey, Atlantic 
tel (no exhibits) 

10-11, Arkansas, Little Rock, Marion hotel 

14-15-16, Texas, Dallas, auditorium 

21-24, Northern California, Yosemite National 
Park 

23-24-25, Southern 
Ambassador hotel 

25-27, Florida, Daytona Beach 
hotel (no exhibits) 


MAY 

2-3-4, Arizona, Litchfield Park, The Wigwam 

18-14-15, Georgia, Savannah, General Ogle 
thorpe hotel (no exhibits) 


Paul, 


City, Claridge ho- 


California, Los Angeles, 


Daytona Plaza 


AMERICAN LUMBERMAN AND 








The 
screen cloth 
with the fastest 


sales growth 


today is 


IT'S PROMOTABLE! 


Easiest to work with, 
best for all kinds of 
screening needs: 
porches, breezeways, 


FIBERGLAS SCREENING | “”’” 


CHICOPEE MILLS, INC. 1.M.0.C.F. Corp 


Lumite Division, 47 Worth Street, New York 13, New York Write for name of wholesaler nearest to you. 
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Home sound conditioning is 


This program speeds your 


1. CUSHIONTONE ADS IN LIFE 
SPARK BIGGEST SALES PROGRAM 


IN ACOUSTICAL CEILING HISTORY 


One of America’s most influential magazines is 
spearheading the drive to put Cushiontone ceil 
ings into homes in your sales area. Each month, 
full-page advertisements in Life tell how Cushion- 
tone provides quiet . . . how it brings fresh new 
beauty to tired old ceilings . . . why it’s the ideal 
“do-it-yourself” material. Each ad tells readers 
to see their local lumber dealer. (Monthly ads 
in American Home, Better Homes & Gardens, and 
Sunset do the same. ) 

To help you pick up where national advertising 
leaves off, your Armstrong salesman will show 
you all the free local selling aids discussed here 
For complete information, call your Armstrong 
or wholesaler salesman right away 


Armstrong 
CliLinas 


. COMPLETE LOCAL ADVERTISING 


PROGRAM IN NEW CUSHIONTONE 


SALES PORTFOLIO 


Your Armstrong salesman will see that you 
get scripts and slides for TV spots... radio 
commercial newspaper ad mats. Also 
available-—the new Cushiontone movie pack 
age, “Quiet Please,” containing three 5-min- 
ute films for showing on TV or at institutional 


and club meetings in your area 





growing fast 


business 


3. NEW CUSHIONTONE SIGNS AND 


DISPLAYS FOR EVERY STORE AREA 


Cushiontone displays will make your store sound-condition- 
ing headquarters in your town. Whether your showroom is 
big or small, you'll find point-of-sale pieces just right for 
you. Some make good use of your “forgotten” display area 
—the ceiling. All are designed to tell prospects that Cush- 
iontone quiets and beautifies homes at remarkably low cost 


Major floor display featuring “Sound Box" demonstration 


ALIN GONG att. CUBMIONTONE 


Ceiling mobiles and stickers Space-saving wall displays 


4. HELPFUL CUSHIONTONE BOOKLETS 
COVER EVERY PHASE OF 


BUILDING A NEW BUSINESS 


hese three booklets can help you start making money with 
Cushiontone right away. One gives customers the complete 
story on the new comfort of sound conditioning and shows 
them, step-by-step, how to install Cushiontone. Another 
booklet gives selling tips on how to recognize and sell Cush- 
jontone customers. A complete merchandising folder shows 
you how to get the most out of your displays . . 

gives extra ideas that you can work up yourself. Ty 
Your Armstrong salesman will keep you fully ee 
stocked with these booklets Ca 


Make more profits this year with 


Armstrong BUILDING MATERIALS 


Armstrong Cork Company, 4210 Rieker Ave., Lancaster, Pa 


Temlok® Roof Deck Temlok Sheathing Temlok Tile Cushiontone™ Ceilings 





Recommend Marlite 


aot . for beautiful rooms like this! 


Make the most of 
MARLITE—the 
profitable paneling 
for every interior 


Marlite Plank and Block Patent Applied For 


Now available in Planks, Blocks, large Panels, and hollow- 
core Korelock—Marlite is designed for every residential 


interior from recreation rooms to attic rooms. 


Upstairs, downstairs——in bedrooms, living rooms, dinettes, kitchens, 
baths—Marlite is the melamine plastic-finished paneling truly 

“at home” in every room. New “Companion Colors’’ styled 

by Raymond Loewy Associates, distinctive wood and marble patterns 
(all in semi-lustre finish) plus beautiful deluxe Hi-Gloss colors 

give you new sales opportunities in both residential and commercial 
building and remodeling. To increase your sales and profits, 

call your Marlite representative or wholesaler today—or write 
Marlite Division of Masonite Corporation, Dept. 1041, Dover, Ohio 


ee ® 
Marlite plastic-finished paneling 


ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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‘R’ SERIES 


For low-cost residential 


‘Ss’ SERIES 


For standard duty 


The proven answer to your lockset needs... 
@ () Lan ih 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 


BUILDING Propucts MERCHANDISER Circle No. 6 on Coupon, page 126, 





x REPORT from WASHINGTON By R. ¥. Kerr 


What Women Really Want in a House . . . Tight Credit 


Curbs Inflaton . . . Confusion Over Farm Prices 


Albert Cole, of the HHFA, re- 
porte on the housewife’s housing 
conference in Washington last 
spring. Cole says it developed new 
and useful ideas on house design. 


. * * 


For example, architects usually 
want to put the living room on the 
sunny side of the house; preferably 
at the rear, overlooking the back 
yard, Then they'd put the kitchen 
near the front door, so the house- 
wife could see who is coming up the 
walk, All wrong, the women said. 
The living room is used mostly at 
night; and the sun fades rugs and 
draperies even when the room is not 
in use. Then those unexpected morn- 
ing callers; do you want to lead 
them past a kitchen stacked with 
unwashed dishes and bedrooms fes- 
tooned with unmade beds? The liv- 
ing room should be next to the front 
door, a dead-end room that the chil- 
dren won't tramp through, going 
from one part of the house to an- 


other. 
* * * 


There should be a “mud room” or 
“decontamination chamber” near 
the back door; a place with a floor 
drain down which the mud scraped 
off the small fry can be sluiced 
away, instead of being tracked into 
the house. The relaxation room is a 
cousin to the big-country kitchens 
of grandmother's day; next to the 
kitchen where the family can eat to- 
gether, play games, loaf or read. 
Most women suggest going easy on 
gadgets and built-in arrangements. 
They'd rather invest the money in 
more space and add the gadgets 
later, when experience has indicated 
which will be most useful. They 
want plenty of storage room; five 
feet of closet hanging space per 
person; also basements, because of 
the extra storage area; no picture 
window, unless it really frames a 
picture. 

* * a 


The ladies want a utility-laundry 
room; no landacaping by the builder 
except laying the sod and sparing 
whatever trees that are good, since 
women prefer to do their own land- 
scaping. They want three bedrooms 
and one and a half baths. They 
want a house to be an efficient ma- 
chine for living; caring rather less 
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for how it looks than for how it 
works. 
. we 


There is a report that Adminis- 
trator Cole was planning to lower 
down-payment requirements on 
government-insured home _ mort- 
gages, to stimulate new-home con- 
struction. Other members of the 
Administration persuaded him to 
hold off. Arguments used, according 
to an Associated Press dispatch, in- 
cluded rapidly rising consumer 
prices, the inflationary impact of 
the increased price of steel, rising 
interest rates and tightness in the 
money markets. 


a * 

It’s getting hard to follow the 
Department of Agriculture's pre- 
dictions about farm produce prices. 
The reports may be explicable and 
this page has no desire to be cap- 
tious about them. But there are 
times when an innocent bystander 
wonders if the D. A. understands 
all it knows. It ain’t necessarily so 
that it doesn’t. But how useful to 
the innocent et cetera if all the 
publicity voices of the Department 
agreed—and if they included all the 
pertinent background facts! 


* * * 


In the second half of August a 
high Department official announced 
that farm prices in July were 10% 
higher than in the previous Decem- 
ber and that farmers could expect 
larger incomes this year; the first 
year-to-year increase since 1951. 
From other sources, we learn that 
the price advance started in De- 
cember from a 14-year low and in 
some six months had increased by 
11%. 

But on the last day of August 
came a D. A. statement that mid- 
August farm prices were 3% below 
mid-July prices; also it seems the 
July prices were 1% below those in 
June. So more than a third of the 
post-December gain had been lost 
in some two months; and this de- 
cline happened before the cheering 
August report had been put out by 
the Under Secretary. 

* * * 

Then the Department issued an- 
other statement that, despite the de- 
cline, farm prices were higher by 
some 2% than they had been a year 


earlier, in 1955; neglecting to add 
that these prices were still below 
those of any recent year except '55 
and also failing to mention that the 
prices farmers must pay for the 
goods they buy stand at an all-time 
high. 
7 ~*~ * 

The Department did say the de- 
cline was in crop prices and except 
for potatoes was largely of a sea- 
sonal nature; adding that at that 
time of year, when new crops are 
harvested, price declines are ex- 
pected. Yes, yes, go on. Do ex- 
pected declines in farm products 
prices add up to expected larger 
farm incomes for the year? What is 
the status of farm markets? 

* * * 

One reason our industry gets an- 
noyed by this backing and filling is 
that farm income largely determines 
the amount of farm building. This 
construction is especially import- 
ant to many lumber and building 
material dealers at this time, be- 
cause of the decline in private hous- 
ing construction; and they need ac- 
curate projections in order to set 
up business plana. 

* * * 

Private housing starts, says the 
Federal Home Loan Bank Board, 
numbered 559,000, in the first half 
of 1956, compared with 685,000 
starts in the matching period of 
1955, a decline of more than 18%. 
There are indications of a contin- 
uing desire for houses; but tight 
credit is one of the factors helping 
to create that heavy decline in new 
starts. 

> 


Federal economic advisers are 
clearly much more fearful of in- 
flation than of deflation. In this re- 
spect they follow the line of the 
Federal Reserve; the belief that re- 
lazing credit rules in any field will 
help bring on a bust-breeding run- 
away market. They may be right; 
of course they're expected to be 
right. 

5 * * 

The catalog of debt in the United 
States is rather frightening; a total 
increase in combined public and pri- 
vate debt of 65% since 1946. Loans 
to individuals, small business and 
farmers have increased by 215%, 
in this 10-year period. 
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» Ne a2"S ORS O 
Wh Pree QemaeaPRING 
Tih RAI (OE ReGen Ig CUTTING 


TREE! 


CLouD’S 


DAK FLOORING 


ie engineered to assure your 
builders a whopping difference in 
THERE'S A GRADE PRICED 


FOR EVERY NEED, EACH __ laying-through-tinishing costs! 

PRODUCED IN ACCORD- en .— 

ANCE WITH NOFMA Mine. ; 

STANDARDS. DESCRIPTIVE : re 

LITERATURE FREE UPON . 4 There’s as much difference today in 

aaeeere : ~. aE Oak Flooring as in modern homes 

‘ae versus log cabins. Cloud’s Lockwood 

Oak Flooring .is designed and pro 
duced to go down more easily, fit more 
snugly to lay straight and stay 
straight and to afford the beauty 
that helps your builders sell homes on 
sight! 


LET US QUOTE ON 
YOUR REQUIREMENTS J ovawr 


OFMA “ene 


CLOUD OAK FLOORING CO. G5 


Rin ort C2 E. URI 100 
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The Prefinished Surfacing Material 
With A Multitude of Uses... ! 





Hanc up the NEVAMAR shingle and start sales rolling 
your way from builders, contractors and the billion-dollar 
army of do-it-yourselfers 

NEVAMAR is a tough, non-porous, high-pressure laminate 
that never needs refinishing. It's a carefree surface that 
shrugs off stains and scars. And it's made in colors, patterns 
and wood-grains of matchless beauty. 

NEVAMAR is easy to use for any man who can handle a 
hammer and saw. It creates genuine selling opportunities 
for the contractor in any type of home-modernization. And 
in new housing, it builds in surfaces that so often clinch the 
sale of the home, 

As a dealer, you can start 
cashing in on this business at 
once and enjoy a welcome 
increase in both sales and 
profits. 





Td és ts 


\NEVAMAR 


> a bagh-pressure laminate surface 
> designed for long ite 
and lasting beauty 
> resistant to cigarette burns 
» withstands botling water 
» won't craze, crack o 

















Dealers: Write today to start 3-way ee le 
sales coming your way... . ~~ 





Good Housekeepi 
oe, usekeoping / » never needs painting 





We'll furnish all the information you need to establish yourself as a NEVAMAR deoler 


"+5 soveensen OS —_——n sae 
NEVAMAR is a source of volume well worth investigating. wavaman cuts (GE) 
to NEMA specifications “ 


NEVAMAR DIVISION: 


& % NATIONAL Zit Zocecth 


Manufacturers of NEVAMAR High-Pressure Laminates * SARAN Filaments * WYNENE Moided Products 
EMPIRE STATE BLDG., NEW YORK 1, N.Y. © WESTERN DIV: 5025 HAMPTON ST., LOS ANGELES 58, CALIF. 
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STEP UP SALES WITH 


WINTER 
SE é> &. 


WINTER SEAL equipped homes move fast. Many without this “precious ingredient” just sit— 
waiting for a buyer. Winter Seal features and values increase SALES APPEAL. 


WINTER SEAL aluminum sliding windows and jalousies give homes the extra appeal that closes the 
deal. They are made of heavy-duty extruded aluminum, satin-finished to look better and last longer. 
WINTER SEAL products are designed for maximum efficiency of operation to provide perfect 
weather control. The brand name Winter Seal is your guarantee of top quality and exclusive 


features at a fair price. 


WINTER SEAL products are sold and serviced nationally by a large network of reliable dealers. 


LEADING 
EXTRUDERS 
MANUFACTURERS 


KUILDING Propucts MERCHANDISER 


- . “ tre ey 


WINTER SEAL CORPORATION 
14575 Meyers Road « Detroit 27, Michigan 


Winter Seal of Canada ¢ Toronto 15, Ontario 
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POWERFUL NATIONAL MAGAZINE CAMPAIGN DELIVERS REAL 
LIVE PROSPECTS WHO MEAN ROLL-O-MATIC BUSINESS... 
PROSPECTS WHO WANT TO BE CONVINCED —AND WILL BE! 
America’s big circulation and most-read magazines 
tell the powerful Roll-o-matic story to an audience 
of 70 million. Attention-compelling four-color ads in 
October, November and December drive home the 
sales-making theme ‘It’s not a luxury, it’s a modern 
necessity” ...and point up the big difference in 
dishwashers, spelling out the exclusive deluxe fea- 
tures of the American Kitchens Roll-o-matic Dish- 
washer-Dryer. 

Readers are urged to call Western Union Operator 
25 for a free home trial. This means every ad will 
be working for you to create a desire which will 
mean a home demonstration and assured increase 

i of sales and profits for you. 


* WHITE  Twiee the im twice the sales! Add the sales power of “Operation Snowtiake” 
Fs CanesTiS “A, Roll-o-matic sales push! Makes the pertect gift for any family! 


. De | Fie And watch for American Kitchens exciting “Piace-Maker" program. 
al 














PORTABLE DISGHWASHER-ODRVER 


PROMOTION 


means big.. PoLtLarRs FROM BIGGER 
Demand THROUGH 


the biggest DisHwasnHer-IDrver 
Drive in History 


It’s portable! No installation! The Roll-o-matic sells itself! 


It makes sense .. . it makes sales! American Kitchens 
backs up the finest ble dishwasher-dryer on the 
market today with a BIG D promotion. It’s the biggest BACKED UP BY THESE 

dishwasher-dryer drive in history! DYNAMIC BIG D "SALES PLUSSES" 





Big D means Demonstrations which will result in ) 
decisions to buy. Free leads to real live prospects for * Traffic-stopping point-of-sale displays 
_ erating dale tm ome eB Bomme | sux png ensuvr nn 
BIG D Day is here. . . it means ig Dahon to every ¢ Unusual new promotion ideas 
dealer with the vision to cash in the BIG D promotion! 


Call, wire, write your distributor for the big “Dealer 
Deal” which means even greater profits for you! 


* Eye-catching window streamers 
© Catchy, sales-building radio spots 


¢ All the product literature you need 


Americar 4 Xilehens. 
Roll-o-matic Dishwasher-Dryers * Roto-Tray Dishwasher-Dryers 


Kitchen Cabinets + Food waste Disposers + Built-in Ranges, Ovens 











Division (VCO) CONNERSVILLE, INDIANA 
\e 4 
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Pioneer of 


LMANY SPRUCE 


es a constant and dependable 
e for this magnificent wood... 








anager, Pack River Tree Farm Products, says: 
g range plans to harvest Engelmann Spruce some time 


estation, and expects to be tree farming and manufac- 





long time to come. Pack River assures wholesalers and 
still a substantial volume in forests of the Rocky Mountain 
ruce, the versatile wood, with uses ranging from rough 
nterior finishing and specialty products, will continue to 


er Product for many years to come.” 


: for more information! 


ACK RIVER 


REE FARM PRODUCTS 


c 
P.O. BOX 1452 SPOKANE, WASHINGTON 
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IF YOU MOVE MATERIALS... 
YOU NEED A HYSTER 
INDUSTRIAL TRUCK 


Pictured above is one of many typical examples 
of how Hyster® Industrial Trucks are helping to 
effect tremendous savings in the cost of handling 
Lumber and Building Materials. 

Even if you are now using lift trucks or have 
never used industrial trucks of any kind, your 
Hyster dealer can show you how you can quickly 
realize more profit from your operation with 
these multi-purpose utility tools. Your Hyster 
dealer knows materials handling ... he is an ex- 
pert on the problems and their solution, He can 


help you with special techniques and cost re- 


ducing methods. Call him today...why not take 


advantage of his materials handling know-how? 
He is listed under ‘“Trucks-Industrial” in your 


telephone directory. 


2939 N. E. CLACKAMAS, PORTLAND 8, OREGON 
1039 MYERS STREET DANVILLE, ILLINOIS 
HYSTER N.V..... NIJMEGEN, THE NETHERLANDS 


FOUR FACTORIES: Portiend, Oregon; Danville, Iiinois; 
Peoria, tilineis; Nijmegen, The Netherlonds 


Hyster 80 equipped with dual drive wheels is a top performer in 
this yard operation. Truck is also used for all lumber stockpiling 


HYSTER DEALERS 
GIVE YOU ALL 3! 


PLANNING — you Hyster Dealer will plan 

1 your materials handling operation trom 
scratch, or will analyze your present system 
to see if it con be improved. 


THE RIGHT TRUCK — for your job from 
2 Hyster's complete line of industrial trucks 
(1,000-30,000 ibs.) and over 100 job-attach-. 
ments for economical load handling. 
THE RIGHT SERVICE — ample spare ports 
3 stock, shop facilities, factory-trained me- 
chonics and an efficient field service thet 
keep your Hyster lift trucks going on your 
job, wherever your job might be lecoted, 
Hyster trucks are noted the world over for 
their low downtime 


Materials Handling Trucks from 
1,000 to 30,000 pound capacities 


HYSTER company 
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DEALERS TELL WHY 
IT PAYS TO SELL 





“ENJOY PROTECTION - “INDUSTRY'S MOST 
FROM SPECIALTY LIBERAL CO-OP 
COMPETITION ... . AD PLAN... 


We enjoy the advantage of doing business We are happy with the ease of promotion 
with a manufacturer who protects retail of Wepco products We find no cooperative 
lumber and hardware dealers from specialty advertising program as liberal as that 
and direct manufacturer competition... ."’ offered by Weather-Proof 
says Ralph E. Woodbury, Clayton G says John H., Hill, Mankin Lumber Co., 
Woodbury & Son, Inc., Glen Falls, New York Oak Hill, West Virginia 





DUO-MATIC : KANGAROO 
Self- Storing 3 -Track Combination Door 
\ Combination Window with Exclusive 
Retails for $15.95 up Self-Storage Compartment 





vv —t =Y ot oye 


EXTRUDED ALUMINUM | 
fomey  T-30, F- Vale], Mieleteo) tae. ma Ai, iete) f-) 


A A “SALESMEN 
= ASSIST WITH ANY 
— PROBLEMS... 


We enjoy working with your sales 
representatives who have been ready 
and able to assist with any sale or 

service problems that have developed 
says J. J. Hoida, Hoida Lumber Co,, 
Green Bay, Wisconsin 


DUO-DELUXE 


“Picture -Window’"’ 
Combination Door 
2-Lite Model Aliso Available 


ve 


’ or 
“ Guaranteed by » 
Good Housekeeping 
oe 2 
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“BASILV-INSTALLED... 


EASILVY-OPERATED... 
ECONOMICAL... 


For the past three years, | have been selling 
Wepco products. | find among their 
advantages are simplicity of installation, 

ease of operation, economy 
says Reed J, Patterson, LaCrosse 
Lumber Co., Fayette, Missouri 





Combination Door 
Retails for $39.95 
Six Standard Sizes 








EVERYTHING HINGES ON HAGER , 


Over 109 years of standing the test of time! ... Ruggedly made of 


wrought steel to give long use . . . skillfully finished to take all kinds of weather. 


When you handle Hager you can be sure of 


esteemed acceptance by your trade ... fast turnover... big profits 


Time alone will prove IT will swing best if IT swings on HAGER HINGES! 


available in a full range of weights, sizes 
and finishes .. . ask your jobber! 


Cc HAGER & SONS HINGE MANUFACTURING COMPANY . LOUIS 4, MISSOURI! 
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“We sell $125,000 worth of 
pressure-creosoted posts annually,” 


says R. E. Spelts, Jr., General Manager, Spelts of Nebraska, Inc. 


Jack Schultz, manager of the Grand 
Island operation of Spelts of MNe- 
braska, Inc., is shown here talking 
over an order with one of his cus- 


tomers, Goodman K. Larson 


“We began stocking pressure Free U.S. Steel promotion 
creosoted fence posts in 1930,” for lumber dealers 


explains Mr. Spelts, “when public To help you promote the use of pressure 

. creosoted wood among farmers and ranchers in 

demand forced us to switch to a aene aad imenenes vour ales Cane 

treated posts. We now normally States Steel has developed a merchandising port 

folio. In this portfolio are free newspaper mats 

broadsides, and other material—all designed to 

help you build business with pressure-creosoted 

all regularly manufactured sizes. wood products. For more information, just send 
in the convenient coupon 


stock about 100,000 posts, including 


There is no doubt that pressure 
creosoted posts are the best suited 
to undergo the many and varied 
conditions of this area. 
“Our firm gives an unconditional 
recommendation to pressure-creo 
soted posts and customer reaction Aarieuttueed Gatension 
has been excellent. These satisfied United States Steel Corporation 
customers return to us for othe: a ne me 


types of materials The largest | am interested in promoting pressure-creosoted products in my 
é é i - 
. area. Please have a treater contact me about your merchandising 
single order we ever filled was 4,890 program 
posts—two carloads. Another local Nome 


rancher ordered one carload Addeces 


City State 
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“We've built up our Ford Fleet to 
31 money makers in just 7 years” 


says California Housing Development Contractor 


Last year we installed plumbing in 4,000 homes in consideration: low initial price, modern engine 


new housing developments,”’ says Mr. Larry Gluck, design for low oil and gas consumption (no other 
lhe Glueck Company, Van Nuys, California. ‘“Thi manufacturer can match the economy of Ford’ 
rugged chassis for longer 


means tough driving over unpaved development Short Stroke engines), 
trucks last 


tracts. Our Ford fleet, ranging from F-100’s to life (insurance experts prove Ford 
(°-700's, takes the job in stride and saves us mone y, longer . and high resale value 


too, Low running costs, less maintenance and repair ' ” _ 
. ‘ So-—-from pickups to 65,000-lb. GCW Bic Joss, 

are why we're aiming for an all-Ford fleet ; ; 
the big fleets are going Ford see your Ford Dealer 


Ford trucks cost less... last longer. ‘The men who today! Buy with confidence, drive with confidence, 


buy truch every year must take everything into and save with confidence 











F-500 loading in Gluck Company's yard. 
GVW 15,000 lb. Choice of two yas-saving 
Short Stroke engines, 133 hp Six or 167-hp V-8 





“Fords last longer 
off-the-road, too!” 


Ford rugyed cha and 
Stroke engine de yy! meat longer 


Because piston tra el nas pee! 


educed, there ( Iriction 

uit je ‘ yinie i l¢ Ne vad 
Loo n Ford | 100 piel ip 
ffe ipa nan al 
tne i rT re ad 
a 


Big fleet owners buy more Ford Trucks than any other make 
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for the 
finest quality... 





CERTIGROOVE 


CEDAR SHAKES i i | aif 
numBEeR@ ® Grave CERTI-SPLIT 


100% Edge grote 100% wa ' 
fesse wostinn graced shahes howe tees preseesed ben Handsplit Red Cedar Shakes 


CERTIGRADE seu ts ene Sage od oe 
Red Ceda' ae numer @ MD Grave 


RED CEDAR SHINGLE BUREAU 


These shekes meet oll quelity requirements for 
hondsplit red coder shokes os estoblished by 


RED CEDAR SHINGLE BUREAU 


wcOuver 6 


RED CEOAR SHINGLE BUREA\ 


ESE LABELS 


Only red cedar shingles, machine-grooved shakes and handsplit shakes that have 
passed the strict Red Cedar Shingle Bureau inspection for grade may carry these 
labels. This inspection is a service that costs you nothing. Make certain 
you feature only the brands that offer you this extra measure of 
protection. Look for the labels under the bandstick or on 


the carton — Certigrade, Certigroove, Certi-Split. 


RED CEDAR SHINGLE BUREAU 


5510 White Building, Seattle 1, Wash. + 550 Burrard St., Vancouver 1, B.C 
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“How | sold $160 worth of 
Weldwood Paneling on the first try” 


By JOHN CRABTREE 


“It was so simple I didn’t think it 
was possible, After all, I'm not very 
experienced and I had been working 
at my uncle's yard for only two 
weeks (Crabtree Lumber Co., Jack- 
sonville, Florida ). 


“One of the features in the show 
Weldwood 


Panel Parade display. And one night 


room there is the new 


we had a meeting of every em 
ployee (even the yard men and the 
janitor!) to discuss how this display 
could help us sell more high-profit 
Weldwood Paneling. One of the 
points mentioned was that if a cus 
tomer didn’t want to panel a whole 
room, we could suggest an ‘accent 
wall’ of wood paneling. Like for a 


fireplace wall 


BuILpInG Propucts MERCHANDISER 


day a 


“The 


came in looking for pane ling. Show 


very next oman 


ing her the large samples on the 
Weldwood display, I sold her § 


pieces of mahogany Planktex! 


“Then — remembering from. the 


night before I suggested an iccent 
wall’ for her fireplace She not onl 


liked the idea heet 


of prefinished walnut! An extra §$ 


she bought 3 


sale! 


“I'm glad we had that meeting 
Because it’s convinced me that with 
the right training, the right display 
and the right product, anyone can 


add extra profit to a sale 


Call 


John Crabtree’s experience 


be repeated in your vard. High 


John Crabtree, GO06 San Jose 


Boule vare 
ksonville, | 


rather than 
\W eldwood 
backs 


way! First 


rule 
with 
Weldwood 
all the 
vith a national advertising program 
in LIFE, Better 
and 
Weldw 


proht sales are the 
the exception 


bor 


every cle ilet up 


Paneling 


Hlomes & Gardens 
magazines, Next 
like booklets 
ind new mats let you tie in 
Then, Weldwood's Panel Pa 


rade di pliny plan adaptable to any 


other 
ood aid 


top 
SIVTIS 
| pauper 


new 


show Ss 


that 


howroom 
big 


ind buy! 


4A Puce 1th itis 


dozens of woods in SIZeS 


customers like 


Weldwood 
at no expense to you to 
train how to sell 
Weldwood Paneling and those othes 


youd 


And on top ol ill thi 
Is re ady 
your ile trie'n 


high-margin item love to 


move, 


Dont mi your chance to get a 
of this profitable market. Get 
on the phon ind call your Weld 
entative today. Make 
vhat Weldwood can do 


will! 


hy ire 
ood repre 
him prove 


for vou. Te 


Weldwood 


PANELING 


A product of 


United States Plywood Corporation 


Weldwood The 


Best Known Nome in Plywood 
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HERE’S MORE INSULATION SHEATHING 


MORE PROFITS FOR YOU! 


There’s more Gold Bond Insulation Sheathing thar 
ever betore! That means taster building schedules 
your builder customer: more repeat profits for you! 


Here are the advantages you offer your customers 


with Gold Bond Insulation Sheathing 


1. Labor Savings — Gold Bond Insulation Sheathing 


needs less handling, iess nailing, goes up faster than 


wood sheathing. Used in the 25," x 4’ x 8’ or 9’ sizes 


it eliminates the need for corner bracing. 


2. Material Savings — Moisture resistance and wind 


tight V-joints eliminate the need for building paper 


and the labor of ap} lying it except under stucco 


finish, ¢ ompared to wood sheathing, waste 1s Cut as 


much as 80%: tewer nails are needed 


3. Insulation Value — Adds extra insulation value 


an important pomec in determining the required capac 


cost of air-conditioning 


ity and possible savings on 


INSULATION SHEATHING 


NATIONAL GYPSUM COMPANY 


Circle No, 45 on Coupon, page 126. 


hi. Sond Gold bene Gold 
ft id oud coe Bond Gold Bond 


BUILDING 7% 





and heating units. These big, husky panels are avail 


’ thicknesses and 2’ x 8’, 4’ x & 


and 4’ x 9’ sizes, Asphalt Impregnated or As} halt 


able in 4%” and 25 
Coated and Impregnated 

With plenty of Gold Bond Insulation Board to sell 
and plenty of hard selling features for your builder 
customers, plan to cash in! Call your Gold Bond rep 
resentative for further details, or write Dept. AL-106 


Nationa! Gypsum Company, Buftalo New York 


Gold Bond 


BUILDING PRODUCTS 
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to help you profit from the 


home-improvement revolution 





Rally around Advertised-in- 
mammoth new 


The revolution keeps rolling on 

A surging consumer interest in home-improvement con- 
tinues to boom . . . revolutionizing lumberyard design, 
sales techniques, opportunities. 


> 


The housing market continues to mushroom beyond be- 
lief. Millions need housing— millions can afford housing. 
With bigger incomes and bigger families, people want 
to own their homes— people want to improve the homes 


they have. 








This vigorous mass movement is revolutionizing the re- 
tail lumberyard industry. Each week thousands of home 
handymen and do-it-yourself families flock to lumber- 
yards throughout the nation .. . seeking building ma- 
terials, aid and advice. 


To many lumber dealers, these throngs of eager buyers WZ 


are a new type of customer. Now, more than ever, dealers 
have the golden opportunity of selling direct to the con- 


sumer. Ever-increasing numbers of customers ask lum- 
oo « OO Fete 





ber dealers to act as supplier and consultant 
ommend contractors ... to explain financing... to serve 
as a valued all-purpose business friend. 


To meet the obligations and opportunities of 
this massive new market, lumber dealers have 
realized that major changes in establishment 
and method are vitally necessary. Already, 
in communities coast to coast, many progres- 
sive lumberyards have geared for the future. 
They have been redesigned as modern retail 
stores ... and doa thriving business by profit- 
ing from new consumer sales techniques. 





LIFE to capture more of the 
consumer market i 


~ 


/ — = 
R ‘ lf i, o - 
Get your own sales drive rolling Ps 
Join forces with LIFE to make the most of this profitable 
new consumer market ... make LIFE the key to your 
successful merchandising strategy. 


Since 1952, retail lumber sales have topped $7 billion 
annually. Each year, lumber dealers expand and strength- 
en their position as the dominant sales factor in the 
building and housing supply market. 


LIFE will help you gain these goals. As with other lead- 
ing retailers in many other fields, LIFE will help keep 
you in step with the times... give you an edge on the 
growing competition ... and net you a bigger share of 
the booming market. 


LIFE enables you as a building-material merchant to 
gain new ground and fresh selling opportunities . . . to 
compete far better in today’s battle for the home-build- 
ing and home-improvement dollar. In your new role of 
retail merchant, you will find LIFE a potent and produc- 
tive force at the vital point of sale. 


Today, building material manufacturers direct more 
and more of their consumer promotion toward build- 
ing traffic for lumber dealers. At present, 47.5% of 
dealers gain over half their total sales volume from 
this lucrative consumer business. You can increase 
your consumer sales by featuring LIFE-advertised 
products... by tieing in your local advertising with 
LIFE . . . by making full use of LIFE’s powerful 
point-of-sale impact. And let’s not forget that con- 
tractors and builders too are reached and are influ- 
enced by the power of LIFE. 




















LIFE helps move more merchandise 
than any other 


LIFE’s single-issue audience is 


26,400,000 


individuals—8,400,000 larger than the next 
leading weekly magazine. 








In a single issue, LIFE reaches 


11,880,000 


households 





4 
\> 
<a ze, og we 
S297 =25,640,000 
SZ households 
— 


13 issues of LIFE reach 58.4% of all people over 20 


In the course of 13 issues, LIFE reaches 


LIFE IS THE FAVORITE BY FAR 


First in weekly circulation 


First in weekly readership 
5,714,720 


LIFE 26,450,000 LIFE 
18, 050, OOO Saturday Evening Post 4,943,838 


Look (bi-weekly) 
Saturday Evening Post 14,050,000 Look (bi-weekly) 4,201,297 
Source: ABC Publishers’ Interim Statements — 1st quarter, 195¢ 


A Study of Four Media 














for you by pre-selling more people 
weekly magazine 












LIFE IS A 
FAMILY AFFAIR 


Something for every age and every 
eye... something of interest for 
every taste and type... a firm favor- 


ite with one and all. 








MORI] 
INFORMA 





MORE ay 
EXCITEMENT 








So no wonder that 


MORE FAMILIES REAI 








PRE-SELLS YOUR PRIME PROSPECTS 


LIFE reaches the people you want to reach... 
the people best able to afford homes and home- 
improvement projects. LIFE influences these 


a, 
readers each week . . . pre-sells them on the 
LATE! > a) particular household building materials and 
Se, ) equipment that are regularly advertised in 
LIFE. 


! 








MORE HOME OWNERS 
XY READ LIFE 


PEOPLE WHO CAN AFFORD 
THE BEST READ LIFE 


An average issue reaches 38.2% of all people 
who earn $7000 or more. 

. and 29.4% of all people in the $5000- 
$6999 income group. 











So you can see why more retailers rely 
on the selling power of LIFE... 





ADVERTISED-IN LIFE 
PACKS A POWERFUL PUNCH 


It can pay off for you, each and every week, by 
building traffic and boosting sales. 


That’s because LIFE is national sales power 
with local impact. In the course of 13 issues, LIFE 
reaches 3 out of 5 households in the average com- 
munity. It pre-sells your neighbors . . . helps send 
customers right to your display room and yard. 








ADVERTISED-IN LIFE KEEPS YOU IN STEP 
WITH THE PROFITABLE TIMES 


secause ‘‘Advertised-in-LIFE” is the most famous media merchandising sym- 
bol in the U.S. it is a uniquely effective sales aid. It is a valuable force at the 
local level and a vital power at the point-of-sale. 


No wonder many firms rank it tops as a help in getting a greater share of 
the home market. Here’s what they do: 


1. Tie in with “Advertiséd-in-LIFE” 

. Establish retail outlets near the yard 
3. Institute convenient parking space 
4. Run heavy local advertising 
5. Provide financing advice 


all of which help establish them as headquarters for the home improvement 
boom... in this kind of selling, in these kinds of yards. . . 





SCorTrT LUMBER 


ADVERTISED IN 


YOUR MOST SIGNIFICANT 
MEDIA SELLING SYMBOL 








THIS WINTER ~ af ...WHEN YOU SELL 


EVERY HOUSE IN TOWN | STERLING HALITE 
HAS FOUR POTENTIAL MELTING CRYSTALS! 
SOURCES OF PROFIT 
FOR YOU! 


HALITE mets 
HARD-PACKED 
SNOW AND ICE 
FROM . LIKEWISE 
DRIVEWAYS FOR THE 
WALKS 








DOES THE 
SAME FOR 
STEPS... 


4) EVERY CUSTOMER 
NEEDS A BAG OF HALITE FAST 
IN THE CAR...1T GIVES AN’ EASY, 
INSTANT TRACTION ON TOO! 
SNOW AND /CE! 


pssssT! 
THE PROFIT PER BAG 
OF HALITE is 
HIGHER THAN FOR 
MOST OTHER ITEMS 
YOU CARRY! 


BEST OF ALL, 
THE WHOLE 
GANG OF US WILL 
se. HALITE 
FOR YOU! LOOK 
yessiree! HALITE’S \\ FOR THE ADs: 
QUICKER ,AND IT SAVES 
YOUR TICKER ! 
Res ca a 
IT’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 
N when there’s ice and snow on the ground: For driveways, walks, steps, and a bag 
in the car for emergencies. And this winter, all your customers will know about 
Halite. A big newspaper cartoon campaign is going to tell them how Halite saves 
work ... saves time. . . prevents accidents . . . and how little it costs. This is 
advertising your customers will see, read, and remember. It will bring them into Weling Crysioh 


your store for bag after bag of Sterling Halite. So order now: Halite comes in a ? ', . 


Melts more (ce 
FASTER! 
driveway clear and safe! ~— oo eet 


STERLING HALITE?® meitine crystats rn eae) 
Product of International Salt Co., Inc. 


10-lb, bags (6 to a bale), and 25- and 100-lb. bags. Check your wholesaler or ware- 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and 


WROM JE MONS OWW 3D) BO 
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EDITORIAL 


What Is Your Public Relations 1.Q.? 


P' IBLIC RELATIONS is not how good you are 

it’s how good people think you are! It’s 
what everybody thinks of you-——all people every 
where, who hear of you, contact you—-do business 
with you--or with anyone in your company. It 
is your company’s character, personality and 
reputation in a single package in people’s minds 
Good public relations cannot be bought. It must 


|. Has the public nominated you as home build- 
ing and home improvement headquarters in your 
community? Is your manpower trained in thorough 
product knowledge so that they have, or know where 
they can find, the answer to any question the con- 
sumer may ask? How would you rate your organiza- 
tion in selling skills? Proper attitudes? Working 
habits? 

Your grade 


2. Are your people building goodwill with the 
housewife, who comes to the store, through prompt- 
ness, courtesy, patience and service attitudes? Do 
you have evidence that housewives talk about your 
organization favorably in their neighborhood gath- 
erings? Do you have friends among them to whom 
you can send prospects for reference? 

Your grade 


3. How do you rate with the families in your 
trading area who want a new home? Would they 
come to you first? Do you offer and implement a 
one-stop service for them? Do you have salesmen 
trained in measuring, sketching, drafting, estimat- 
ing, mortqage financing and the 101 details of put- 
ting a family into a home? Are the people for whom 
vou have supplied new homes recommending you 
to their friends as the best source in the community 
for new home sales and service? 

Your grade 


4. How about the farmers in your trading area? 
Have you studied their specialized needs and or- 
aanized to supply them the way they like to buy? 
Do you visit the local farms at least once a year, 
cater to their individual problems and wants? Have 
you earned a reputation as Farm Building Head- 
quarters? 

Your grade 


5. How are your company's telephone manners? 
Is your store and office phone answered promptly, 
courteously, cheerfully, in a service attituded, 
friendly manner? Do the personalities come through 
at both ends of the line? Are customers’ names 
recoanized and recorded? Are people glad they 
called you? Is your handling of the ohone worthy 
of peoples’ comment as “exceptionally good"? 


Your grade. 


be earned by continuous year ‘round effort. 
To enable you to audit your present public rela- 
tions and possibly suggest ideas for improving 
them, try this simple quiz. You are your own 
judge. Give yourself one to four points on each 
item-——four for excellent or first rating; three for 
good or second rating; two for fair or third rat- 
ing and one for poor or lower than third rating 


6. How would you grade your relations with 
contractors? Do they consider you a selling part- 
ner—or is it strictly a buyer-seller relationship? Do 
they trust you? Do they evidence their confidence 
by ordering extra without asking the price? Do 
they evidence their loyalty periodically? How do 
you stack up with your competitors as far as qen- 
eral contractor opinion goes? First, second, third 
or lower? 

Your grade 


7. How do you stand with the building trades in 
the community? And their unions! Do carpenters, 
masons, painters, etc., patronize you when they 
buy materials for their own needs? Among the 
building products dealers in your trading area 
would you rate your goodwill among the building 
trades, as first, second, third or lower? 


Your grade 


8. Do the property owners of your community 
think of you first when it comes to needed repairs 
and improvements? Do they have confidence in the 
completeness of your service? Its accuracy? Its 
economy? Do they depend on you for advice on 
the mechanics to do the work? Do you back up 
this advice with responsibility for the performance 
of the workmen you recommend? 

Your grade 


9. Have you featured quality materials and 
service with easy payments and a bargain area ap- 
proach so that you have earned a reputation as a 
qood place to buy? Does the pennv-pinching and 
budget-minded buyer, as well as the liberal spender 
patronize vour store? Do most people in your trad- 
ing area think of you as the best place to buy—or 
do they rate some rival higher? 

Your grade 


10. How is your reputation for handling com- 
plaints and adjustments? When vou decide to 
"give" do you do it with a flair? Is your general 
policy "the customer is always riaht" and "satisfac- 
tion or your money back"'—while dealing firmly 
with the man who tries to take advantage of you? 
Have your policies in this area maintained general 
good will? 

Your grade 
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1. Is there a high average morale, good team- 
work and esprit de corps among your yard and store 
employes? Do your people feel they are working 
for the best company and the best boss among 
local dealers? Do they talk intelligently and enthu- 
siastically about "their company in social and 
business contacts? 

Your grade 


12. Is there an atmosphere of public service sur- 
rounding your operation? Does your business radi- 
ate fairness, integrity, alertness, friendliness and the 
human touch? Are you considered a grand com- 
pany of swell people? Do your employes as ambas- 
sadors of the company reflect these qualities? 


Your grade 


13. Do you have a good local reputation as an 
employer? Are your salary and wage rates among 
the higher brackets? Do you have liberal fringe 
benefits? A profit-sharing plan? Incentives or year- 
end bonuses? 

Your grade 


14. How about the professional people in your 
community—the doctors, lawyers, educators, archi- 
tects and such influential leaders of thought and 
action. Have you and your organization made a 
sufficiently favorable impression to register a first 
call when they need your kind of service? Have 
you practiced, as well as sought, reciprocity? 

Your grade 


15. Are you a respected leader in civic activi- 
ties? Chamber of Commerce? Churches? Luncheon 
clubs? Local drives? Do you roll up your sleeves 
and go to work for these? How are you and your 
organization rated as citizens in terms of contribu- 
tions to community life? 

Your grade 


16. Are you the best advertiser in your market 
(in proportion to the volume of your business)? Is 
your advertising the most productive per dollar in- 
vested? Are you reaching a mass audience? Do 
people let you know occasionally that they see and 
like your advertising? 

Your grade 


17. Has your company had favorable publicity 
in your local newspaper in the past year? Radio? 
TV? Have you featured the human interest in your 
activities? Where do you stand among your com- 
petitors (sales volume considered) in publicity? 
First, second, third or lower? 

Your grade 


18. How about the banks and financial interests 
in the community? Is your informal, as well as, for- 
mal credit rating high? Do bankers show evidence 
of exceptional trust? Do other business leaders 
think of you and trust you as one of them? How do 
you rate as a business man among business men? 


Your grade 


BuILpING Propucts MERCHANDISER 


19. Among your manufacturing — do 
you have a reputation as a good merchandiser, a 
loyal outlet, an aggressive sales organization, a first 
line dealer? Are your relations with their sales rep- 
resentatives, district managers and headquarters’ 
people friendly, cooperative, mutually helpful? 


Your grade 


20. How about the wholesalers you patronize? 
Do they protect you with fair distribution policies? 
Do they respect your power as a local merchant? 
Have you worked out a friendly, enthusiastic part- 
nership-for-mutual-profit with them? 

Your grade 


21. Are you a leader in your industry—in local, 
regional and national association work? Do you 
attend association meetings as a rule? Do you carry 
your full share of the load of cooperative eHorts and 
initiate constructive mutual projects occasionally? 


Your grade 


22. Have you the good will of your stockholders 
or co-owners? Are they heartily in favor of your 
policies as manager? Are they sold on plowing 
back a part of your profits for expansion? 

Your grade 


23. How do you rate with your competitors? 
Have you the reputation that your word is as good 
as your bond? Do they think of you as an aggres- 
sive—but fair—competitor? Do you have friendly 
contacts with them periodically? 

Your grade 


24. Management is getting things done through 
people. The prerequisite to effective action is com- 
munications. Do people understand what you set 
out to tell them? Do you have two-way communica 
tion? Do you check to make certain your ideas are 
understood and accepted? How would you grade 
the effectiveness of your communications? 


Your grade 


25. How are your relations with governmental 
and public agencies? Do you get along well with 
city, county, state and national governmental offi- 
cials? How about school authorities? Public pur- 
chasing agencies? Police and fire departments? 
How would you rate your goodwill in these areas? 


Your grade 


YOUR TOTAL GRADE 


A grade of 60 is good; 65 better than average; 
75 extraordinary and 85 or better, super-collosal! 
It is suggested that you clip this data and file it 
and take this quiz once a year as a record of 


progress il public relations 











pes a, 


How to build 





A QUALITY ROOF iS 

YOUR HOME'S BEST 
LIL h 
Pri 


VO DOI 


ROOFING COME TO LIFE in this eye- 
catching window display using flat, cut- 
out designs and a little house built of 
shingle samples.* Cover picture 


{ | 


WINDOW DISPLAYS That Boost Business 


This first in a series of four articles lists the basic tools for window display; 


tells how to use your own materials for “props’’: when to use professional help 


and where to find it. And dozens of other valuable tips you can use to make your 


window area a hot sales space. 


EXCLUSIVE 


By Earl Young, Advertising Manager 
The Calcasiew Lumber Co., 
Austin, Texas 





Part I. 


rhe bigger your operation, the more you can put 
into your display budget, of course, but outstanding 
displays for any store can be built with a minimum 
of tools 

The main elements of an effective display are 
basically simple: a backing (screen, drape, or what 
ever, to separate the display from the rest of the 
store); a stand, platform, or table for displaying the 
product; a sign, banner or showcard for information 
lighting; and preferably some attention-compelling 
decoration 

For a backing, regardless of size, you will need to 
be able to make frames, whether you plan to use 
draperies, hardboard expanded lath or other ma 
terial 

What you plan to display will determine the size and 
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type of backdrop. In planning for display stands, the 
most important consideration will be how well they 
show off the product. Remember that in display these 
“props” do not have to be built like a house; they need 
only to stand securely and look attractive. For signs, 
you will need stands, easels and/or hangers for sup- 
porting them, plus of course, sign boards and some 
fast, inexpensive way of producing the signs them- 
selves. 


Basic Equipment. For this purpose, papers and 
boards of all kinds may be obtained from paper com 
panies; there are various types of showcard or sign 
printing machines on the market. While these machines 
may seem expensive in initial cost, they pay for them- 
selves quickly, and are a great asset to any store. They 
are simple to operate and achieve an excellent result 

However, if you do not want to invest in such a 
machine, signs can be ordered to your specification 
from sign shops. Almost every town has capable sign 
men who do work for very reasonable prices 

There are tools of all kinds which you may buy to do 
your display work; many overlap each other in useful 
ness, but for the minimum expenditure, the following 
make a good combination: 

Stapling gun, hammer, screw drivers; hand saw, 
pliers, measuring tape; paint brushes and rollers; a 
jig saw, scissors, mat knife and square. 

This is a very basic list and if you plan much pro 
duction, you will soon need an electric drill and a 
power saw. Band saws, saber saws and cut-alls are all 
great boons to the display man, but the saber saw is 
the most versatile of all. A wonder for display work, it 
is held in one hand to cut the widest range of materials 
into almost any desired shape. Also, it allows you to 
cut or trim on even fragile displays after they are in 
place in the window! 

One other thing that will add many times its cost to 
the effectiveness of your displays is a turntable. They 
come in several sizes, for different weights. Also avail 
able and very effective are motion-makers strong 





BASIC TOOLS you will need to produce good window displays. Tools include 


saber saw; jig saw, if you don't have a saber saw; stapling gun 


drivers, hand saw, pliers, measuring tape; paint brushes and roller 


knife and square 
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Highlights of the Series 


Just about every lumber dealer has one or more 
Automatically, they either attract or 
repel prospective customers, 


display windows. 


Because most dealers don't have the time or the 
know-how, they fail to use this free advertising space 
to advantage. The purpose of this series of articles 
is to show you how to decorate your display windows 
attractively and simply with a minimum of time and 
effort to sell more products and packages. 


The ideas will be just as usable for the small-town 
dealer as the metropolitan retailer, Succeeding arti- 
cles will cover these topics: 


How to Promote a Product, Service or Plan. What 
products can be sold best in display windows; how to 
build simple displays; deciding the approach; how to 
sell services and packages; when to call for profes- 
sional aid and where to get it, 


How to Schedule Window Displays for Maximum 
Effect. How to tie window display to other advertising; 
use of theme windows; seasonal advertising; promo 


tion of specials, 


More Sales at Christmas—Y our Windows Can Help. 
How to make Christmas window advertising remem- 
bered the year ‘round; special Christmas attention- 
getters; institutional angles of holiday advertising; 
Christmas gifts and decorations. 











enough to carry a showcard ol lightwe ight decoration 
For lighting, spotlights are very important If vou 
retail light fixtures, you may be able to order them at 
your regular rates from your suppliers. Special effects 
lights, such as rotating colored lights, et« must be 
(continued on next page) 


MODERN It 
roR m™ 
rueNil 





BORROW PROPS from friendly retailers to add 
Courtesy card on the 


which 


screw home-like atmosphere 
scissors. mat floor gives credit to furniture company 


loaned chair and drapery 
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WINDOW DISPLAYS 


(begins on page 46) 





ordered from a display house. They are something to 
strongly consider, because they give eye-catching re 
ults for relatively small cost 


Materials needed. A person building displays for 
a lumber company is very fortunate in having right at 
hand almost all the necessary materials: 1x2’s, the 
hardboard the paint and the other finishes Besides 
these basic items, many other products can be incor 
porated for very effective displays: perforated hard 
board, framed on the back side with 1x2’s and painted 
can be built to any shape for beautiful backdrops. It is 
very handy to have on hand panels 2 or 3 feet wide 
and 3 or 4 feet high as they adapt for use with almost 
any smaller product and still allow visibility back into 
the store 

Other panels in other sizes which you find most 
usable can be made of beaver board, framed the same 
way and painted or wallpapered. Among your wall 
paper patterns, you will find varoius textures and pat 
terns, such as rock patterns, brick patterns, simulated 
wood, etc., which make very beautiful backdrops when 
papered onto a beaverboard flat. A roll of linoleum can 
be held outstretched for a colorful background 

Thus your own products can be used for “props” for 
showing off other products. Or, made up the same way 
they can be advertised in your display as the featured 
product. The wallpapered flat, used in conjunction with 
a painted flat, and perhaps a drapery swatch and chai 
to show a decorating idea; or the perforated hardboard 
flat used to effect a wall, showing how it can be used 
for removable shelf area. Even exterior building mate 
rial can be effectively displayed by framing up a sample 
with enough carefully laid building stone to simulate 
an exterior planter in front of it 


Borrow Props. By trading off with retailers of 
other types of merchandise in town, you can obtain 
props to make your displays much more effective, at 
the same time doing the same for them, at minimum 
cost, Borrow a chair and carpet sample from a furni 
ture store and give the store a credit card in the win 
dow, Let them use a length of picket fencing for a 
charming display element (good for spring displays in 
your store, too) 

Borrow picture frames, if you don’t mill them your 
self, and use them in combination with cut swatches 
of wallpaper or Formica, or floor coverings, to show 
colors or samples with an artistic approach 

Whatever is beautiful or rustic or different in ap 
pearance around your store can be used for an eye 
catching window display. Be free with your choice 
but careful in your use-——remember what product you 
are emphasizing, and make it most important 

For accents and contrasts, you will need display 
materials which are not available through your store 
If you are located in a large town, this will be no 
problem. The yellow pages of the phone directory 
will list display houses with materials of all kinds 

If you live in a small town, try a wholesale florists’ 
supply house or a paper company; they may have a lot 
of what you'll need in special display paints and papers 

phosphorescent paints, glitter, colored foils, seamless 
paper, corrugated paper 


List available. If you cannot find what you need 
locally, a trip to a nearby city to visit a display house 
will acquaint you with what is available for backings 
decorations, attention-compellers, etc. Once you've made 
the trip, it will be much easier to shop for what you 
need from catalogs, which national display manufac 
turers put out 
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These national companies make both the materials 
and display figures and fixtures which you may order 
If you're interested, write American Lumberman for a 
list of those firms, which supply the general display 
items you might need. 


Don’t let the idea of a lot of buying keep you from 
planning increased display activity. It won’t be neces- 
sary unless you have a very large business or a big 
promotion coming up. Perhaps you'll buy only a few 
items in a year, but with display catalogs on hand, 
you'll know what can be ordered when you need it. 


Ingenuity, careful planning and hard work are what 
make displays work. 

And for the most part, you can find what you need 
right in your store or your town. So try it. Schedule 
more displays——better displays. Use every window you 
have. Everyone knows that advertising pays—and dis- 
play advertising is your direct contact with your 
customer 


Free Helps Available 


There are numerous suppliers, who furnish materials that 
will help you make up your window displays. A list of over 
100 manufacturers of display materials will be mailed free 
at your request, 

Also available is a list of manufacturers of sign-making 
machines. Address your request for these lists to American 
Lumberman, 139 North Clark Street, Chicago 2, Il. 





About the Author 


Earl Young, author of the four special articles, 
"How to Build Window Displays That Boost Sales,” 
writes from experience. He has been advertising 
manager of The Calcasieu Lumber Co., Austin, Tex., 
for the past three years. 

His duties include the planning, placement, de- 
signing and production supervision for all adver- 
tising for the four Calcasieu stores—newspaper, 
radio, TV, direct mail, display and billboard. 

Before coming with Calcasieu, Young had his own 
advertising agency which he operated with his wife 
as partner under the name of Sloan-Young Adver- 
tising. He has done extensive illustrative work for 
magazines and business organizations. He is a grad- 
uate of the University of Texas Fine Arts Depart- 
ment and a past-president of the Professional Artists 
Association of Austin. 

The displays created by Mr. and Mrs. Young have 
won numerous national and local prizes. All displays 
and display pieces featured in these articles were 
either completely produced or designed by the 
Youngs. 











Remodeling Booklet 


The special 40-page section, “How to Organize and 
Operate a Home Improvement Department,” in the Sep- 
tember 3rd issue, will be reprinted in booklet form. Single 
copies $1. Send your order to American Lumberman, 139 
N. Clark Street, Chicago 2, Hl. 
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Check these sales points— 


USS GALVANIZED STEEL SHEETS 


—Standard Corrugated Roofing and Siding Sheets are: 


* Easy to install 


* Attractive—uniform in pattern 
and appearance 


¢ Strong—the strength of steel 
protected by zinc 


Durable—long lasting in all 
kinds of weather 


Fire resistant 


Backed by the USS labei 


USS Galvanized Steel Sheets are available in 
StormSeal, 14-inch and 24-inch standard 
corrugated and 3-V and 5-V crimp styles. 
Do yourself and your customers a favor by 
handling this fast-selling line of top-quality 
sheets for roofing and siding... the sheet that 


hears the one and only USS Label. 


USS Galvanized Steel Sheetsare continuously coated 
with a certified, uniform, protective zine coating, 
produced in accordance with American Society for 


Testing Materials Specification ASTM A-361 


UNITED STATES STEEL CORPORATION 


525 William Penn Place, Pittsburgh 30, Pa 


USS GALVANIZED STEEL SHEETS 


FOR ROOFING AND SIDING 


6-653 
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Don't miss this opportunity to... 


PROFTE THREE WAYS 





STYRO FOAM Now you ean give home owners the warm, water-resistant 

walls they want save them construction costs... and build 

® profits for yourself the year around! Everyone benefits when 

. : you feature Styrofoam® (a Dow plastic foam) for plaster- 

Vew plaster-base insulation base insulation in masonry construction. No furring or 

lathing needed, Structurally strong, Styrofoam is bonded 

. ; . b directly to masonry walls with portland cement, and plaster 

eliminates fu rring and lath- is applied right over it. What's more, this lifetime insulation 

. ‘ is lightweight, easy to ship, easy to handle. For this revolu- 

tionary plaster base insulation, and for superior perimeter 
insulation call your Styrofoam distributor today! 


ing ... boosts sales. 





Tie in... make your store headquarters for all three 


a a oe 
b= tt a | « STYROFOAM . Your customers get 2. LATEX PAINTS. Dow leads the way 
Ue cad SAe 


KR this big new insulation story in a consistent in The Saturday Evening Post and 13 other action- 
, 


< campaign led by Business Week. Let them know getting magazines. Follow up with latex paint 


so 
promotions and advertising to your customers. 


you have it for them now, 
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e LATEX PAINTS 
Demand among professional 
painters and amateurs gives you 


ready-made sales. 


Sales of latex paints continue to zoom... . and no wonder! 
Professionals as well as do-it-vourselfers welcome the time 
and money they save, the application advantages only latex 
paints offer. In a matter of minutes, a coat is dry to the touch 
without painty odor, lap or brush marks. 


There's a wide color choice, too, plus extra-easy cleaning of 
equipment with just plain water. But don’t let this “plain 
water” feature fool you, for latex paints form a durable 
beauty that’s scrub-scrub-scrub-able. These sales points 
mean new business for you. If you contact your supplier now, 
you can hitch your profits to a skyrocketing sales curve! 




















STYRON = lull-color national advertising pre-sells 


@ PiastiC WALL TILE = the luxury look and the guarantee. 


Get set to hit new sales highs this fall with plasty campaign is auned at your customers! Now ia the 
wall tile made of Styvron™, which you can guarantee time for vou to become a certified dealer of plasty 
Full-color pages in Better Homes and Gardena, yell tile made of Styvron. Get the details from your 
American Home, Sunset, Successful Farming, House plastic wall tile supplier today and be ready to 
hold, Home Modernizing and Popular Science meet the growing demand, THR DOW CHEMICAL 
Monthly are bringing the story of color, design and = company, Midland, Michigan, Vlasties Sales Dept 
quality to over 15,000,000) prospects The big fall PL, S39AA 





nationally advertised products. 


‘ 
3. STYRON ... Promote the luxury look of Stvron 


plastic wall tile in your store and in your advertising. Tie in you can depend on 


with “Operation Home Improvement” ino your locality, DOW PLASTICS 
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HOME 


IMP 


DEALER BLACKSTOCK uses OHI! display materials in his store as part of his overall 


promotion program. 


ROVEMENT 
EAR 


your home ... a5 


Helps Contractors Promote OHI 


Seattle dealer feeds job leads to selected builder 


group, who tap new business by cooperative advertising. 


Blackstock 
to the 


In Seattle the H. W 
Lumber Co. has an answer 
question 

“How can I make OHI pay off in 
added sales?” 

Blackstock uses various types of 
sales ammunition, but one of his 
most successful efforts is a coopera 
tive venture with six of his contrac 
tor customers 

“We combed our list of builder 
customers,” explains manager H. W. 
Blackstock,” and came up with a list 
of six contractors as a starter. We 
got these six men together and each 
one put $100 in a promotional pool 

“This informal group merely 
served a promotional purpose by 
running a series of ads offering a 
package remodeling service. Each 
does his own selling, construction 
and billing. The ads ran in two com 
munity weekly newspapers, The 
major tie-in came at our yard. “We 
assigned a spe ial telephone number 
to handle inquiries from the 
Every inquiry is available to each 
of the builders and is followed up 
within 24 hours.” 


ads 
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The cost of the newspaper adver 
tising is assigned against the jobs 
secured by the builders. A break- 
down showed that each job cost $10 
during the initial promotional peri- 
od, A total of 42 jobs were obtained 
from the three ads, which cost $390. 

Each of the builders has been 
working at maximum capacity and 
Blackstock has profited by the sales 
of additional materials. In addition 
to funneling job leads to the build- 
ers, the Blackstock office also helps 
the group write their ads and pro- 
vides financing service. Most of the 
jobs are financed under FHA Title I 

The new OHI business Blackstock 
is picking up is not all the result of 
this one-shot promotion. For exam 
ple, the firm has sponsored a series 
of do-it-yourself schools for several 
years; it has 500 homeowner pros 
pects who regularly receive Ameri 
can Lumberman’'s Home Mainte- 
nance and Improvement magazine 

With assistant manager Bob 
Blackstock chairman of Seattle’s 
OHI program, it is only natural that 
his enthusiasm has saturated the 
entire organization 


O% tober 


l, 
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“PACKAGE 
REMODELING co 
SERVICE” igh 


you MAKE JUST ONE PHONE CA 


her 
© Six Local Contractors © Your Financing Arrenged 


geet 
ery 
A. Doyle ance Ste 
= om, ee, Wayne Wertere 
° 


AD RUN by six of Blackstock's cooperat- 
ing contractors plays up packeged jobs, 
financing arrangements, free estimates and 
local responsibility for a satisfactory com- 
pletion. 
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WILMINGTON 


Wilmington, Del. 


protects its property 


SASH & DOOR CO. 


.. gets better 


FIRE and BURG LARY protection... 


On April 2, 1950, fire completely destroyed our plant, an experience which this company 
and the residents of Wilmington will long remember. 


In rebuilding, we installed automatic sprinklers in our office-warehouse building and sup- 
plemented the system with ADI Sprinkler Supervisory and Waterflow Alarm Service. We 
also have ADT Burglar Alarm Service and ADT Heating Supervision, Across the street, 
our lumber shed is protec ted by {DT Aero Automatic Fire Alarm Service. We are satisfied 


that we have the finest protection available 


method of protection, 


Mr. Dillon’s reliance on the dependability and 
economy of ADT Automatic Protection Services is 
shared by thousands of executives from coast to 
coast who know that complete automatic protec- 
tion provides better security for property, profits 
and employees’ jobs than other methods... and at 
lower cost, 

Whether your premises are new or old, sprinklered 
or unsprinklered, there is an appropriate ADT 
Fire Alarm Service to detect fire and notify the fire 
department automatically. ADT Burglar Alarm 
Service will automatically summon police when 
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plus substantial savings over our former 


Jawnte € 
(J 


burglars attack, 
Process Supervision will automatically detect and 


{ 


Jf I>, 7a 


President 
ADT Heating and Industrial 


report other abnormal conditions, 


May we show you what ADT oan do for you? 


An ADI 
combinations of 
Call our 
hook: or 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 
A NATIONWIDE ORGANIZATION 


Executive Offices: 155 Sixth Avenue New York 13, New York 
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specialist will be glad to demonstrate how 


automatic services can guard 


your 


property local sales office if we are listed in 


your phone write to our Executive Offices. 
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TRADING STAMPS are an important fac- 
tor in attracting women to the Boise-Pay 
ette yard at Nampa, Idaho, says manager 
Bob Smith, left 


Dealers have been 
caught up in the stamp 
plan craze. Some like it, 
others don’t. Here’s what 
you should know before 
adopting a premium plan 


for your organization. 


Stamp Plans Bring Boom, Gloom 





Trading stamps have touched off 
a civil war among lumbermen who 
are about evenly split on the rela 


Pros and Cons of Premium Plans ; 
tive merits of premiums as a meth 


od of increasing building materials 
sales. There doesn’t seem to be any 
middle ground. They’re either for 
‘em, or against ’em 

Whatever lumbermen think about 


As competition for the consumer's dollar gets keener, 
lumbermen are appraising the value of premium stamp plans. 
Before adopting a stamp plan, consider this list of arguments 
for and against. 





Good Points 


. Encourages repeat sales 
. Increases sales 

. Decreases markdowns 

. Exclusive franchise 

. Reduces credit sales 


. Saves management time 
(reduces number of special 
promotions) 


. Gears promotional costs to 
sales 

(stamps give measurable re- 
sults from newspaper adver- 
tising) 


. Insures constant volume 
(heip sell slow-moving, out-of- 
season Items without resorting 
to drastic price cuts) 


Bad Points 


. Increases selling costs 


(2%-3% of gross sales) 


. Difficult to drop 


(once started, customers ex- 
pect it to continue) 


. Price increases often neces- 


sary 
(if the stamp plan doesn't in- 
crease volume, you will have to 
increase prices to pay for it) 


. Emphasis on stamps rather 


than merchandise 


. Hurt market potential 


(premiums may be store items, 
which you hope to sell) 


. Must be guarded 


(same as money and freely 
negotiable. Accounting isn't 
always easy because of 
“breakage” caused by giving 
stamps only on closest multiple 
to 10 on the invoice) 


. Lese store traffic 


(stamps are usually taken to a 
redemption center for mer- 
chandise) 


. Handcuffs selling program 


(other expenses can be cut if 
necessary, but stamp plan 
can't be adjusted) 











them, the public likes them and an 
estimated 40 million people are col- 
lecting trading stamps and convert 
ing them into everything from 
kitchen cutlery to electrical appli 
ances 

But before hopping on the band 
wagon, a lumber dealer must eval 
uate his business and potential 
trading area to see if he can in 
crease store traffic and sales volume 
to justify the cost of a stamp plan 

To be effective a premium pro 
gram must increase sales substan 
tially. For example, a lumberyard 
with a $500,000 annual gross would 
need an additional $10,000 gross 
before net profit would increase 
enough to cover the cost of a stamp 
plan 

“The net profit in a retail yard 
is so small that you have to figure 
your profit margins carefully,” says 
Bill Stratton, manager, Maloney- 
Chambers Lumber Co., Albany, 
Ore. “Remember, you're giving 
away nearly 3% of your selling 
price when you give premium 
stamps.” 


Stamp plan costs. Under a typi- 


cal stamp plan, a lumber dealer 
pays $10 for a pad of 5,000 stamps 
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when bought in quantity lots and 
$15 a pad if purchased singly. The 
premium company furnishes the 
stamp-saving books, premiums, cat- 
alogs and, in some cases, helps de- 
fray part of the promotion costs. 


Customers receive one stamp for 
each 10¢ purchase. These stamps 
are collected in a premium book, 
which holds an average of 1,200 
stamps—representing $120 spent in 
the yard or other retail outlets in 
the area taking part in the stamp 
plan. After the book is filled, the 
customer takes it to a redemption 
center and trades it for a premium. 


Why give stamps? In the opin- 
ion of Bob Smith, manager of the 
Boise-Payette yard at Nampa, Ida., 
there are three sound reasons for 
using a stamp plan: it keeps busi- 
ness at home, encourages prompt 
payment and increases cash sales. 


Premium stamps have been help- 
ful in building coal sales and Smith 
feels a full 30% of the Nampa 
yard’s coal volume can be traced to 
the stamp plan. 


The yard uses about 10 pads of 
stamps a month. Customers receive 
stamps only on retail sales—-cash 
and open accounts paid by the 10th 
of the month are not subject to 
discount. 


Smith points out a prime example 
of prompt payment encouraged by 
the stamp plan. The yard received 
a check for $652.88 two days after 
the statement was mailed to a wom- 
an customer. On the bottom of the 
statement the woman had penned: 
“Please send stamps.” 


“In many cases we know payment 
has been prompt because of our 
stamp plan,” Smith says. “Often 
women make a special trip to the 
yard to make payments and _ pick 
up stamps and the increased store 
traffic shows up in added impulse 
sales.” 


In Springfield, Ill., Barker-Lubin 
Lumber Co. has used a stamp plan 
for several years and officials of the 
firm feel that as a save-as-you- 
spend plan it’s a lever to hold reg 
ular customers, encourage new ones 
and insure cash sales. 


Influence women customers. 
Stamps have proved an excellent 
method of attracting women cus- 
tomers to building materials yards 
and minimizing price shopping. 
Women ask: “Do you have stamps?, 
without questioning the price of 
lumber or other building material 
they purchase. 

“I feel stamps attract the ladies,” 
says Mitchell P. Krach, sales man 
ager, Lynch Lumber Co., West 
Springfield, Mass. “Whether they 
come in themselves, or induce the 
men to come in, stamps are often 
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ON RETAIL SALES OMLY 


behind the sale.” Lynch has been 
using the same stamp plan for 23 
years and is still keen on it as a 
merchandising tool for developing 
loyal customers. 

Vadnais Lumber Co., Springfield, 
Mass., also is pleased with the re 
sults of its stamp plan 

“We started a stamp 
earlier this year,” owner 
George Vadnais, “and we feel it 
attracts the housewives, who like to 
feel they're getting something for 
nothing.” 


program 


says 


Contractors’ wives also influence 
the builders’ buying habits. In sev 
eral lumbermen tell of 
tractors’ taking trading stamps in 
stead of a cash discount. The con 
tractors wives then convert these 
stamps into premiums they can use 
around the house 

In Lexington, Ky., Leland Hanks 
owner, Smith-Haggard Lumber Co 
cites a case of a $5,000 building 
materials order created by the firm’s 
premium stamp plan. After learning 
the firm gave stamps, the custome! 
gave Hanks the order without any 
mention of price. 


Cases con 


More study needed. Severa! 
lumbermen were stampeded into 
adopting trading stamps without 
studying the pros and cons of the 
plans. Instead of a prescription to 
their merchandising problems, pre 
mium plans have developed into 
headaches. 





DISCOUNT CUSTOMERS don't get trading 
stamps, Bob Smith points out. He says 
stamps encourage prompt payment of 
charge accounts. Cover picture 


‘We took on premium stamps as 
an act of desperation,” says one 
dissatisfied New England dealer, 
“and if we don’t get more sales out 
of it, we're junking the whole busi 


ness, 


“Taking down the promotional 
material and telling customers we 
no longer handle the stamps would 
solution,” he said, “but cus 
will drift in and ask for 
stamps. Turning them down won't 
help business, especially when they 
have half-filled stamp books.” 


be a 
tomers 


“Once you take on a stamp plan 
in and can’t back out,” says 
manager Bill Stratton, Maloney 
Chambers Lumber Co., Albany, Ore., 
“There advantages on collec 
tions give stamps on 
30-day accounts paid by the 10th, 
but on the other hand sometimes 
the stamps cost us too much. Just 
when we begin to think about 
dumping the stamp plan we sell a 
house job on the strength of the 
premium offer.” 


you're 


are 
because we 


“The real insurance for increas 
your shouldn't be 
based on a giveaway program,” 
says an Owensboro, Ky., lumber 
man. “Stocking quality materials 
and selling at a fair price is atill 
the best form of merchandising. We 
stress that in our advertising and 
it’s paid off. Our customers know 
they'll get their money’s worth and 
a square shake in our yard.’ 


ing business 
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AT THE LATHE, veneer is checked for 
uniform thickness, This provides cor 
rect thickness of finished panel and 
permits optimum glue spread 


AT THE PRESS, check for correct and 
uniform pressure and temperature 
correct time under pressure to 
secure perfect glue bond 


AT THE DRIER, veneer is checked for 
correct moisture content, which 
gives maximum dimensional stabil 
ity and proper glue bond. 


IN THE FINISHING DEPT., check care- 
fully for grade and appearance. 
Check accuracy of dimensions and 
thickness. Apply grade-trademarks. 


1956, 


..- Dacked 
DFPA 


AT VENEER GRADING BELT, checks 
are made of both inner and outer plys 
for compliance with rigid industry 
and U.S. Commercial Standards, 





IN THE DFPA LABORATORY, inde- 
pendent glue-line testing of samples 
backs up mill inspectors. Plywood 
samples tested must meet rigid 
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means dependable plywood! 





by a rigid 





S-POINT 








-“Industry quality program 


DFPA GRADE-TRADEMARKS are for your 
protection. They’re your assurance of quality, per- 
formance and value. 

Behind them is the Douglas Fir Plywood Asso- 
ciation quality control program—backed by the 
integrity and experience of an entire industry. 
Quality supervisors regularly inspect every factory 


production from each shift in every factory is 
checked several times. Production is inspected at 
every vital stage of manufacture. In addition, thou 
sands of samples are collected for exhaustive test 
ing in two DFPA laboratories 

Since plywood performance is determined large 
ly by inner ply construction and glue, these are 


licensed to use grademarks. In a month’s time, the carefully checked along with outer plys. 


Only genuine DFPA Quality-Tested panels bear registered DFPA grademarks. There 
are imitations. Don't be misied. Look for the letters “DFPA". 


AT THE GLUE SPREADER, check for 


prec ise amount and uniform cover 


AT THE GLUE MIXER, check for com 
plete adherence to glue manufac 
turer’s mixing directions. Special 
formulae developed by million dol 


lar glue company research programs. Before 
any glue is approved for use in plywood, the 
manufacturer must submit products for per 
formance testing under factory conditions 


age of adhesive, Check proper cur 
ing time, recheck veneer condition, 
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program. In addition, symbols designate 
type and grade. DF PA owns grademarks, 
licenses ite members to use them only as 
long as quality is maintained. 


Registered DFPA grademarks 
appear on back or edge of panel 
Letters "DF PA” indicate manu 
facture under industry quality 


industry standards in order to merit grade- 
marking. U.S. Commercial Standard CS45-55 
establishes minimum performance specifica- 
tions. DF PA requirements are even more rigid. 
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SHINGLE DOLLY, 19” high and 40” wide, consists of 
a pair of handles mounted on a roller. A %” pipe serves 
as an axle for a 14%” pipe, which is used as a roller. To 
prevent shingles from chafing, two %” pipes are fas 
tened parallel to the roller. One above and the other 


below it 


ut 
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ADAPTERS modify this shingle truck into one capable 
of handling round objects. Through three years’ experi 


Saves backaches in small yard ence the firm has developed pallets and adapters to 
handle roll felt, roofing, drums and kegs 


Hand Trucks Speed Manual Handling 


Lhis engenious Arkansas $y building hand trucks to its specifications—-or modifying 


dealer has found a way to industrial trucks—-Sossamon Lumber Co., Ozark, Ark., has solved 
: ‘ ’ some of its knotty materials handling problems. 

make his crew’s work eas- Since Sossamon has no railroad siding, materials received by 

. 5 . 1 i rail have to be hauled to the firm’s warehouse by truck. After 

ier by adapting hand trucks several years of experimentation, the firm developed a system of 

manual materials handling which speeds unloading and saves 

demurrage charges 





to specialized materials 


handling jobs. 


SHINGLE TRUCK is modified to handle CEMENT TRUCK is an ordinary industrial truck modified by the addi 
items, A 12°x24" pallet is used to tion of spring steel forks, Using this truck a man can unload an 800 
d floor tile sack carload in one day. The center runner consists of a 1x6 and a 


2x6 nalled together 


bulky 
handie boxe of celling at 
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She saves half the time... 


OWaltonals adding machine... 


Live keyboard* with keytouch adjustable to each operator! 





Saves up to 50% hand motion-——and 
effort! Never before have s0 many time- 
ind-effort-saving features been placed 
on an adding machine 

Every key operates the motor! So you 
can now forget the motor bar! No more 
back-and-forth hand motion from keys 
to motor bar. Think of the time and 
effort this saves 

Keyboard is instantly adjustable to 
each operator's touch! No wonder opet 


They 


with up to 50% 


ators are so enthusiastic about it 


do their work faster 


less effort. New operating a lvantage 
quietness, beauty 

“Live” Keyspoarp with Adjustable 
Key-touch plus % other time-saving 
features combined only on the National 
Adding Machine: Automatic 


Signal . . . Subtractions in red... 


Automatic Credit Balance 


Clear 


itl red 
\utomatic space-up of tape when total 
prints... Large Answer Dial 
Kasy-touch Key Action Full-Visible 
Keyboard with Automatic Ciphers .. 
Rugged-Duty Construction 


THE NATIONAL CASH REGISTER COMPANY, varron 9, on1o 


989 OFFICES IN 94 COUNTRIES 


3UILDING Propucts MERCHANDISER 


eo eee 


saves eal the cost! 


toda on your own work 
Call the nearest National branch 


ofhce or National dealer 


*TRAOE MARK REG UG PAT OFF 


Circle No. 21 on Coupon, page 126, 





Fi 


and ‘know how’ 
Ellingson Lumber 


ne timber, modern 
combine to make 


100% depend 


able 
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Tell us your needs. 


ELLINGSON 


LUMBER COMPANY 


Kiameth Falls, 
Oregon 


Circle Ne. 76 on Coupon. page 126 








equipment, 


OWNER CHARLES HEBERLE, Jr. indicates roll-off device made to firm's specifications 


Tie rings and hooks lie flat. 


SPECIAL RUGGED BODY installed on one of the Building Center's two-ton trucks 


Removable hardboard advertising sign can be removed 


Likes Heavy-Duty Truck Body 


Eastern dealer tells why he makes his own and 


how he does it. 


“Heavy duty trucks represent a 
heavy investment and we believe 
it’s good business to study how to 
get the greatest return,” observes 
Charles T. Heberle, Jr., owner of 
the Building Center Stores, 
Gloucester, Mass 

Heberle has found that the 
way to get the maximum return on 
his investment is to build his own 
truck bodies for his two two-ton 
trucks. Consequently, the two-ton 
vehicles are purchased with only 
the cab and chassis. The beds are 
built in the yard during the slack 
winter months 

The truck bed foundation, which 
rests on the chassis, is made of two 
8°x 6” oak stringer units set on 
edge. The cross pieces, laid like 
house joists, are 2'%"x4 oak, 
spaced 14” o.c. Floor boards, also 
of oak, are a full 1” thick. All units 
in the bed are bolted together 

The outside perimeter of the 
truck bed is %” thick, 6” wide 
angle iron, affording complete pro 
tection to the edges of the bed 
Rings and hooke for tying the load 
ropes are similar to over-size screen 
door hooks. The '%”" thick rings and 
hooks lie flat so fork lift loads slide 


best 
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over easily onto the truck bed. 

Built to the dealer’s specifica 
tions, the roll-off device on the back 
of the truck protrudes only about 
1” above the bed so that fork lift 
loads can be handled without any 
hindrance. 

Special provision was made for 
advertising messages. A 3’x4’ slot 
on either side of the truck permit 
changeable signs. Frames for the 
signs were made from hardboard 
shorts. Skirts, which can be made 
of either hardboard or steel, were 
installed below the truck bed for 
advertising purposes. 

Only one driver is assigned to a 
truck and this driver is responsible 
for truck maintenance. The trucks 
have two-speed differentials, which 
allow higher speeds on highways 
during long delivery trips. The two 
ton trucks have a wheel base of 
172” and built-up springs. Tires are 
heavy-duty 10-ply. Large rear view 
mirrors, very helpful in_ tight 
places, were installed on the sides 
of the cab. 

The firm operates six trucks. Two 
are two-ton with the home-made 
beds; the others are lighter stake 
trucks and pickups 
[UMBFRMAN 
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SEINE TWINES 
SEINE CORDS 


b40)0 0 O7-V\' ie 18h ee 40168 5. THOT LINES 


VENETIAN BLIND CORD 


CONFIDENCE IN THE hell 


MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 

CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


~ 
SSSwesy SS <3 > el 


‘POLISHED FINE 


INDIA TWINE 


ART. 577 
No. 24— 485 feet per ball 
Tested break 56 Ibs 


ART. 578 
No. 316-323 feet per ball 
Tested break 85 Ibs 
Art. 578 
Packed 12 





ORDERS OF $50.00 OR MORE, FREIGHT ; ; 
PREPAID. Orders of less than $20.00 f.0.b. Mill, two profitable items that sts 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- ready sale 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 

cwt. Freight prepaid does not include extra charges WHEN YOU DISPLAY THE 


incurred outside carrier's regular zone of delivery. i Sella/ 











LAWNDALE, NORTH CAROLINA 


= 
eve an | S ompany 7861 Sepulveda Blvd Marietta 3104 Gaston Ave. 


Van Nuys, California Minnesota Dalles 246, Texas 


ESTABLISHED iw 1673 Waynetown, Indiana 


BUILD Propucts MERCHANDISER Circle No. 22 on Coupon, page 126. 61 








What About Profit-Sharing Plans? 


Here is a summary of dealer practices as reported to 


American Lumberman. 


Also a study of monthly wages for eight employe classifications other 


than salesmen. 


This ia the second article on dealer compensation 
policies as revealed in the questionnaire returned to 
American Lumberman by 400 dealers, The first article 
in this series, “How Dealers Compensate Their Sales- 
men,” appeared in the August 6th issue. 


A nation-wide survey of dealer profit-sharing plans 
discloses a wide variety of plans in use. 


Ninety percent of all line yards reporting said 
profit-sharing systems were in effect in their organ- 
izations. In the $760,000-and-up volume category, 55% 
of the dealers reporting said they have profit shgring 
plans; 45% do not. 


In the $250,000 to $750,000 sales group, two- thirds 
of the dealers reporting said they have profit-sharing 
plans; one-third do not. In the $250,000 and under 
category, 55% of the dealers have bonus incentive 
or profit-sharing plans and 45% do not. 


Comments from dealers indicated that the trend is 
to include all employes, not only management and 
department heads, in the profit-sharing system. 


The method of setting aside profit sharing monies 
varied widely, They ranged from 3% of annual earn- 
ings to 50% of profits before taxes—this last per- 
centage being credited toward the employe’s pension 
fund 


In addition to longevity, the rate of payment sched- 
ule is also based by some dealers on these factors: 
annual earnings, attitude and worth to the company 
of the individual employe. For example, in the 
$750,000-and-up category one organization gives two 
weeks vacation with pay at Christmas ; plus 3% of 
annual earnings for the first year’s employment; 4% 
for the second year; 5% for 3-5 years; 714%, 6-10 
years and 10% over 10 years 

Some firms have a policy of selling company stock 
to employes, who receive dividends as their profit 
sharing money. 

The policy of some line yard organizations is to 
pay their branch managers 10% of the net profits, 
which the managers divide according to their dis- 
cretion with their men, 

Although a few dealers pay a monthly bonus, most 
of the profit sharing takes place at Christmas 


Below are comments from dealers, according to 
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volume categories, on their profit sharing plans. Each 
dealer’s comment is separated by a semi-colon. 


$750,000-and-up bracket. Management decides at 
the end of the year whether to pay a bonus or not, 
usually $100 a year for all the executives; annual bonus 
of 10% of the estimated profit figures at Christmas 
time; salesmen share in profit monthly; 5% of net 
dividend on basis of tenure, salary and relative re- 
sponsibility; percentage of gross profits figured 
annually; our paint and hardware managers get 1% 
of their retail sales in their respective departments. 

Bonus based on profits, individual effort and tenure 
of employment; we share approximately 25% of the 
net profit with all employes, based on length of service, 
salary seale and attitude; two weeks pay for yard help 
and office help, depending on the profit. 

We give 5% of net profit before taxes to our em- 
ployes; we sell stock to our employes and they get 
their dividends on the stock as profit sharing; annual 
bonus is determined by officers—no fixed plan; key 
personnel, executives and department heads share 20% 
of the net profits before taxes on the basis of merit 
decided upon by the board of directors. 

Bonus for exceptional work at end of year; after 
certain earning on the investment, company makes 
contribution to employes’ retirement fund. 


$250,000 to $750,000 bracket. Point system based 
on years of service and position in company; flexible 
bonus at the end of the year depending on net profit 
and quality of employe’s work; year-end bonus depend- 
ing on profits. 

Christmas bonus according to cash in the till at the 
time and general business conditions, roughly two 
weeks’ extra pay; percent of net profit at the end of 
the year; 25% of the net profits; percentage of net 
profit goes to key personnel including sales people. 

We pay a percentage of increase over last year’s 
sales; pay in accordance with salary and length of 
service with company; each of our managers get 10% 
of the net profit of his yard before taxes; we pay 10% 
of net profit to managers, 5% to assistants; executives 
split 15% of net profit before taxes; we split 10% of 
the net profits. 


We set aside '4 of net profit before taxes after 
deducting 6% for owner’s investment. One-third of 
the ', is for management and the balance is divided 

(continued on page 64) 
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| ! 
with closures of Wot 


Additional winter sales and profits 


All over the nation, builders and contractors employ enclosures of 


VISQUEEN film to keep out cold and wet in winter weather. You 
can make this use pay handsome profits. Feature it in your sales information request tag 


room and talk it to your customers. A ® 


MCL 


There's a big market with home owners, too. Show them how to 


enclose porches and breezeways for the winter, how to construct 


p this ta AM10-1410 


windbreaks to protect perennials. Sell batten strips and nails. 
attach to letterhead, mail 


Light weight, easy to handle, only visqueen film is available in 


widths to 32 feet. 





marked every foot for your convenience! 


Important! V/SQUEEN Film is all polyethylene, but not all 
polyethylene is VISQUEEN. Only VISQUEEN has the benefit of 
research and resources of 


THE VISKING CORPORATION 


World's lorgest producers of polyethylene sheeting ond tubing 


Visit us at Booth 814 
NRLDA Exposition 
Chicago, Dec, 10-13 


IN CANADA, VISKING LIMITED, LINDSAY, ONTARIO « IN ENGLAND, BRITISH VISQUEEN LIMITED, STEVENAGE 
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Monthly Wages Paid Employes Other Than Salesmen 


Line Yard Group 
Average Monthly Wages 


Under $250,000 Annual Sales 
Group 
Average Monthly Wages 








average high low" 
Telephone Operator 226.60 250.00 210.00 
Stenographer 230.00 260.00 185.00 
Bookkeeper 260.00 340.00 175.00 
Truck driver 296.00 360.00 260.00 
Shipping Clerk 365.00 400.00 300.00 
Yard Foremon 357.00 4756.00 282.00 
Yard Man 285.00 370.00 225.00 
Common Labor 236.60 360.00 170.00 


§250,000 to $750,000 Annual Sales 


Group 


Average Monthly Wages 


most most 
frequently frequently 
mentioned average high low” mentioned 

225.00 185.00 190.00 170.00 

250.00 217.00 314.50 160.00 

260.00 244.00 425.00 160.00 300.00 

285.00 242.50 385.00 170.00 270.00 

370.00 225.00 280.00 175.00 ; 

400.00 293.50 380.00 180.00 325.00 

270.00 244.50 320.00 150.00 270.00 

2256.00 204.50 300.00 160.00 170.00 


Over $750,000 Annual Sales 
Group 
Average Monthly Wages 








average high low® 
Telephone Operator 222.60 250.00 200.00 
Stenographer 212.60 289.00 160.00 
Bookkeeper 270.00 425.00 180.00 
Truck driver 285.00 457.50 140.00 
Shipping Clerk 293.00 375.00 210.00 
Yard Foreman 340.00 §22.75 255.00 
Yard Man 286.00 422.60 140.00 
Common Labor 235.00 364.00 127.60 


Spe | note: all figures for male employes under $20( 


¢ outnern tier 7 tate 


most most 
frequently frequently 
mentioned average high low” mentioned 
228.00 285.00 155.00 250.00 
200.00 232.00 350.00 132.00 250.00 
285.00 328.00 480.00 212.50 375.00 
275.00 315.00 500.00 170.00 350.00 
300.00 350.00 §00.00 200.00 400.00 
360.00 376.00 545.00 200.00 400.00 
300.00 305.50 450.00 170.00 300.00 
220.00 267.50 400.00 139.00 260.00 

nth were almost invariably fror very small 











among the employes on the basis of annual salary and 
longevity with the company. 

Profits divided after 3% paid to the stockholders 
with length of service paid accordingly; 20% of net 
profits given to employes; top office people and 
manager-owners; all employes share in profit in pro- 
portion to salary; 10% of net distributed according 
to evaluation of each employe’s worth. 

If earnings justify, we pay all on same basis per- 
centage-wise; 20° of net profit before taxes, equally 
divided; management arbitrarily decides how much; 
overall percent of profit to key personnel; divide 
percentage of year’s profits among all employes not 
covered by other plan in ratio to their business; 10% 
of net profit to all employes. 

Lineyard report. Each of our yard managers get 
10% of the net profit of his yard before taxes. He 
divides this with his men as he sees fit; our branch 
managers participate in the profit at the discretion 
of the board of directors; our profit sharing runs from 
5 to 33's% of net profit depending on the return on 
the investment 

We share 20% of the net profits with our branch 
managers, adjusted according to their outstanding 
accounts receivable; we pay a bonus in proportion to 
the net profit of the yard. 

Part of profit sharing bonus is paid in cash, the 
remainder paid to retirement trust; we figure per- 
centage on the return on the average investment and 
inventory and accounts receivables, then share the 
profit with branch managers only. 

Managers receive 10% of the net profit for each yard 
at the end of the year; 10% to 20% of the net profit 
at the end of the year is paid to managers, depending 
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on the year’s results; we split 10% of the net profit 
after 6% is paid to stockholders; bonus plan based on 
profits, accounts receivable, sales and volume. 

After 7% of our investment, we pay 33% % divided 
among all employes, but key salesmen and managers 
get extra bonus for work done exceptionally well. 


Under $250,000 volume. When business shows a 
profit of $15,000 after taxes, employes get a month's 
bonus. If there is $20,000 or more profit after taxes, 
employes receive two months’ salary. 

Arbitrary decision by management, after we look 
at the profits; all office and sales people receive a por- 
tion of 10% net profit plus 42% on all sales, divided 
among the employes. 

We deduct 6% return on the investment and split 
balance 40% to employes, 60% to stockholders and re- 
invested in the business; we give four weeks’ salary 
as a bonus at the end of the year if the profits have 
been reasonably satisfactory. 

One percent of our gross sales represents 25% of 
our net profit. We pay this 1% to our employes in the 
form of a year-end bonus, in addition to a traditional 
Christmas bonus based on longevity with the company. 
The Christmas bonus will be $2,000 in addition to the 

% of sales split with the employes. 

After setting aside 6% on the capital, we split 4 of 
our profits with our people on a point system based on 
salary and length of service; we have a Christmas 
bonus, plus 15% of net profit before taxes split with 
the employes; 712% of the profits split with employes 
on point system; it is quite involved, based on gross 
sales, less discounts, losses and credits and gross mark- 
up; we split 256% of our profits with our employes. 
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NOW... 


Jalousies 
and awning 
windows... 





built and backed by 
TRUSCON 


They're the South’s most popular windows... and they're 
sweeping North. 

Now, Truscon—the big name in metal windows—offers 
a new selling opportunity for dealers everywhere with 
highest quality, competitively priced Aluminum Awning 
Windows and Jalousie Windows and Doors. 

When you sell these new products, you'll be selling the 
Truscon name, backed by all the facilities of Republic Steel. 
You'll be supported by Truscon warehouse service that 
works full time coast-to-coast. You'll benefit from Truscon’s 
liberal Dealer Co-operative Advertising Program. You'll 
have Truscon national advertising in leading consumer 
magazines working for you. You'll have automatic accept- 
ance by builders and the general public. 

Get the facts and get in now. Send coupon today. 











: r 
; TRUSCON STEEL DIVISION 
REPUBLIC STEEL 

| TRUSCON STEEL DIVISION ! 4... c.2436, 

| REPUBLIC STEEL ; 1056 Albert $t., Youngstown 1, Ohle 

| 1058 Albert St. | Please send information on Truscon 

4 Youngstown 1, Ohio ; 0 Jalousies 0) Awning Windows OC) Both 
A NAME YOU CAM BUILD On Name Vitle 

cea | Firm 
Address... 
| City 7one State 
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MASS DISPLAYS on the sales floor, plus 
TV demonstrations, radio and newspaper 
advertising, have moved carloads of in 
sulation for this firm 


Keep One Step Ahead of Competition 


That is the unwritten rule of the Robertson Lumber Co. and its 37 yards in 


Minnesota and North Dakota. 


Mechanized bookkeeping, store modernization, aggressive merchandising and 


employe training have kept this 75-year-old firm out front. Here are the details. 


=! 


i. 
, i [ 
H. S$. ROBERTSON, 


vice-president 


| 
5. W. ROBERTSON, 


president 
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Keeping one step ahead of the 
competition has made the 37 yards 
of the Robertson Lumber Co. an im 
portant factor in the retail lumber 
business in the rich Red River Val 
ley area of Minnesota and North 
Dakota 

Celebrating its 75th anniversary 
this year, the firm has an aggressive 
program, which includes improve 
ment of the physical layout of its 
yards; employe sales training; new 
prefab operation and an intensive 


October 


i 


advertising schedule using news 
papers, TV, radio, direct mail and 
billboards as the principal media. 

A 10% increase in sales last year 
and recognition by the Brand 
Names Foundation for aggressive 
merchandising of branded products 
is tangible evidence of the success of 
the Robertson program. 

Modernization program. In the 
past 12 years, each yard has been 
remodeled to provide more display 
area. An airplane view of each yard 
l.UMBERMAN AND 
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CUSTOMERS STATEMENTS are run 
through No. 420 IBM accounting machine 
which interprets what is punched on the 












cards 








BOOKKEEPING HEADQUARTERS for al! 
yards in the Minneapolis office. Custom- 
ers’ bills, however, are forwarded to the 
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individual yards for postmarking. (See 


footnote for description of 
ment.) Cover picture 


preceded the preliminary discussion 
of the directors on specific plans. 
These photos have also proven help 
ful for insurance purposes 

Store remodeling costs have run 
$10 to $15 per square foot. The 
smaller display rooms average 25’ x 
40’; the larger ones 30’ x 70’. These 
dimensions were standardized after 
careful analysis and visiting yards 
from coast-to-coast 

“In remodeling or building a 
yard,” observes president Sam W. 
Robertson, “you must not only con- 
sider first costs, but be careful not 
to improve the yard more than the 
business will warrant. You must be 
sure what volume you can expect or 
overhead will be a white elephant.” 


Mechanized bookkeeping. Book- 
keeping in all the yards is central 
ized in the Minneapolis headquar 
ters. Accounts receivable and sales 
analysis procedures are mechanized 
Lumber company executives have 





t right, operators and ma ne ach 
Grave tabulating customers’ k pur avd 
with yting machine; 3402 accounting machin 
reproducing summary punch, which summart 
ind gang punches data tabulated t 4 unting 
nachine alinet for urrent punched avd 

lator merges and selects name and addr 
urds paid-up a ants et filing abinet 
Poreground: Winifred Layman, seated at tabi 
sorting sales ticket usi¢ Johnson uses he 
punch to punch sales tickets, Norma Hasselbring 
ervrifying fournal sheets with punch rif 
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come many miles to inspect Robert 
son's special IBM equipment 


This equipment makes possible a 
monthly statement to each manager 
on his sales, purchases, inventory 
and outstanding accounts; a break 
down on individual items; and a 
comparison percentage with othe 
yards, so he will know how he stands 
with relation to total expenses and 
sales. Customer statements are sent 
direct to the yards for mailing so 
they will carry the local postmark 
another personal touch 


“The equipment is expensive, but 
it enabled us to drop 95% of our 
bookkeepers,”” says Robertson 
“Most important 1 the detailed 
sales breakdown by items. We used 
to know what our total profit was 
but we didn’t know what we made 
it in. Now we know exactly which 
items are making our profits 


Employe training. very mem 
ber of the management team has 
worked up from yardman through 
yard manager and superintendent 
Besides president Robertson and 
his son, Hugh, who is manager of 
the Grand Forks, N. D., yard and a 
director of the Northwestern Lum 
bermens Association there are 
W. H. Mahler, secretary-treasurer 
and buyer and Al Garske, general 







superintendent. Industry improve 


ments are investigated by one ofl 
these men to determine whether 
they should be adopted by the Rob 


ertson yard 


Two-day training schools are held 
each February for yard managers 
and selected second men. District 
meetings limited to 10 men are held 
two or three times a year during 
the winter, spring and early sum 
met 


Kach employe receives a Robert 
son Courtesy Manual, which states 
that the guiding operating principle 
of the company is the Golden Rule 


“We ask a fair markup on the 
merchandise we sell,” states the 
Guide, “and do not rely on slyness 
trickery or unfair business practices 
to make a profit. Your guide should 
ilwavs be, ‘How would I like to be 
treated in a similar inatance?’” 


Employ have the benefit of 
group pension and hospital plana. A 
profit-sharing plan for managers 
vas installed in 1954 


Enters prefab market. After 
prefabricating lake cottages for sev 
eral years, Robertson started to pre 
fab homes last June. Seven designs 

two economy units and five more 


(continued on page 70) 
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A SASH IN THE HAND- 


The famous R-O-W lift-out 
window is now better than ever. 
An entirely new principle of win- 
dow balancing — LIF -T-LOX — 
serves to make these pressure- 
tight windows easier to raise and 
lower. The exclusive new balance 
also makes removal easier, since 
it is now necessary to have only 
enough side pressure to insure a 
good weather seal. The entirely 
self-contained balance works inde- 
pendently, does not attach to the 
sash—does not interfere with im- 
mediate removal. 





es LOx. 


h-O-W and LIPF-T-LOX are the registered 
trade marks of the R°O-W Bales Company 


R-O-W SALES COMPANY, 1327 ACADEMY AVE. FERNDALE, MICHIGAN 
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WORTH TWO IN THE FRAME 





Any window with wood frame and 
sash provides better insulation 
against heat and cold than a metal 
window. So too, any operating 
window is more practical than 
fixed glass. Fresh air is pleasant, 
the year around —it’s a must dur- 
ing the seasons between heating 
and cooling. Of all operating win- 
dows, none are so trouble-free, 
so economical! and so architectur- 
ally versatile as the double-hung 
style. Among double-hung win- 
dows, only R-O-W has the lift- 
out feature, plus the exclusive, 
new LIF-T-LOX balance. 


WINDOW BALANCE 





R-O-W and LIF-T-+1OX are the regietered 
trade marks of the K-O-W Bales Company 


R-O-W SALES COMPANY, |1327 ACADEMY AVE. . FERNDALE, MICHIGAN 
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expensive models are available in 
price ranges from $8,500 to $13,500 
exclusive of land, but including 
heating and kitchen equipment 
The panelized homes are manu 
factured in the Grand Forks yard 
and distributed throughout the trad 
ing area served by the company, The 
houses are erected by the firm’s con- 
tractor customers. The short build 
ing season in this area and the 
threat of possible prefab competi 
tion led Robertson to take this step. 
Unit package deals on farm build 
ings in four different sizes are in 
the planning stage 
Advertising and promotion. A 
total of 1% of gross sales are spent 
for advertising and promotion, 
which is under the direction of the 
Sl-year-old vice-president, Hugh 
Robertson, who personally prepares 
the newspaper ads for all the yards. 
American Lumberman's mats are 
frequently used to illustrate the 
copy; prices and budget terms are 
played up with special emphasis on 
pickup items and specials, since 60 
70% of the company’s overall vol 
ume is consumer business, Last 
Christmas, for example, the Grand 
Forks yard, sold out its entire stock 
of 250 ping-pong tables. The cur- 
rent newspaper schedule calls for 
three display ads weekly, one column 
by four inches to a full page. 
Robertson has used TV widely, 
also radio, A daily weather report, 
road conditions and news roundup is 
broadcast at 7:30 a.m. over KNOX, 
which reaches 90% of the firm’s 
trading area. Four basic and three 





Excerpts from Employe's 


Courtesy Manual 


Getting the order to the driver 
whose truck is idle is highly impor- 
tant and comes only after the cus- 
tomer and the telephone. Keep the 
trucks moving; keep the drivers and 
loaders busy. Let everything wait 
except the customer! 


Most important, in this order: 1. 
Customer coming in. 2. Telephone. 
3. Customer waiting. 4. Drivers and 
orders. 5. Bookkeeping. 


One of the fundamental rules of 
good salesmanship forbids the quot- 
ing of a price blindly without know- 
ing to whom the quotation is being 
made or how the material is to be 
used. 


Drop all book work, checking or 
letters when customers are calling 
or phoning or drivers are waiting. 
Don't wait to add up a column of 
figures—get the customer first and 
re-add again if necessary. This one 
fault is the crime of the lumber 
business. 











supplementary radio stations are 
under contract. 

Direct mail is used extensively. 
Personal letters are sent to all new 
charge and cash customers. Periodic 
mailings are made to architects and 
industrial customers. Stuffers are 
always included in the 17,000-22,000 
statements mailed monthly. 

Other media include 38 perma- 
nent signs on major highways in 
addition to the 14 billboards used 
in the fall Zonolite insulation cam- 
paign. Robertson's is the only yard 
to take exhibit space in the annual 
Grand Forks Farm & Home Show. 

Brand names are featured in all 
Robertson's promotions. Besides 
listing their branded products on 
their nail bags and business en 
velopes, the firm uses the slogan, 
“Headquarters for Brand Names 
Materials.” 


Consumer promotion. Special 
product demonstrations and do-it- 
yourself clinics were held in the 
stores and community halls last 
year; 25-30 contractor meetings 
were held in cooperation with manu 
facturers. 

The importance of brand names is 
emphasized in one of Robertson’s 
radio commercials: 


Whatever building, yow ll 
always be wise 

To trade where you get really top 
merchandise. 

See Robertson Lumber for all the 
best buys 

In quality lumber and building 
supplies 


’ 
you re 


All Robertson yards are open all 
day Saturday the year ‘round, to 
encourage consumer business. Some 
yards maintain evening hours and 
the East Grand Forks yard is open 
for an hour Sunday morning as a 
service to the many people, who are 
building their own homes. 

Paint and insulation are good 
examples of results obtained by 
Robertson's brand name promotion. 
Volume sales in both items has in- 
creased 10 times in the last 15 
years. Robertson has trained paint 
experts, sending several men each 
year to a Chicago paint school. Each 
of these trained paint salesmen has 
shown follow 
ing special schooling. Overall paint 
sales for the company increased 
12% last year 

By tying in with the national 
campaign, the company’s Zonolite 
sales were upped 76% over the pre 
vious year, At Grand Forks, a mass 
display of Zonolite bags piled in a 
9'x9’ area to the ceiling brought so 
much business that the display 
could not be kept intact. At Thief 
River Falls, radio advertising sold 
two carloads in two weeks. Live TV 
demonstrations showing Zonolite 
being poured and leveled brought 
customers to all yards for months 
afterward 

In addition to their regular bud- 
get plan with terms up to 36 months, 


increases of 20-30% 


0: tober 


- 


Robertson has started a revolving 
charge account with a credit limit 
of $120. Within three months, 100 
accounts were opened. A question- 
and-answer folder is used to explain 
the revolving charge plan to cus- 
tomers. 


Master Merchant Award 


In recognition of its intelligent 
management, progressive merchandis- 
ing and conscientious service to their 
consumers and community, American 
Lumberman cites the Robertson Lum- 
ber Co. as a Master Merchant of the 
Light Construction Industry. 
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ALL MATERIALS FOR 
THIS GARAGE ONLY 


This 14’ x 22' garage costs you only $495 for all the 
Ist class materials above foundation. Price includes 
overhead sectional door and |/, x 8" lap siding. Pay- 
ments as little as $16.64 per month. 


1-CAR, SIDE PORCH 


GARAGE 


a ; 
See your Robertson yard for & 
complete details on plans and 
budget payments All ist 
class materials above founde- 
tren, 


SECTIONAL, OVERHEAD 


DOORS 


$67 50 


It's the famous Wagner, easy 
to install overhead sectional 
door. Monthly payments eas- 
ily arranged 


1-PIECE, OVERHEAD 


DOORS 


$60” 


4 you preter the solid doors 
this is the buy. Extremely 
easy to install, Budget pay- 
ments arranged 


USE OUR EASY MONTHLY PAYMENT PLAN 


THE ROBERTSON 
LUMBER COMPANY 


LUCIAN KRAUSE, G. F. Manager DON MITT, E.G. F. Manger 








THERE'S A ROBERTSON YARD NEAR YOU 





NEWSPAPER ADS feature packages like 
garages at budget term prices. Illustra- 
tions used here are from AMERICAN LUM.- 
BERMAN'S ADservice 
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These popular 
home-improvement 
projects 





mean profit for you 
with Certain-teed products 


| | 


| 
| | 


ROOFING Smartest blends and SIDING — You can meet every taste INSULATION ~— Widely advertised 


















































colors in seven readily accepted styles every budget, with Certain-teed’s colorful Certain-teed Fiberglas* Insulation has tre 
Always popular Thick Butts, for instance: weather-resistant siding Ashestos ce mendous consumer acceptance You get 
or Saf-T-Loks, real sellers in high wind ment or asphalt shingles in striated de just the type you'll need blankets, batts, 
areas; or Woodtex®—only Certain-teed sign; asphalt roll sidings in stone or brick pouring wool—or the new Foil-Enclosed 
gives you this heavy-duty shingle with the patterns; insulating sidings to keep your Fiberglas Insulation wrapped in reflective 
distinctive built-up graining customers’ homes snug all vear ‘round aluminum foilthatgivestwo-wavinsulation, 
No doubt about it when you stock Certain-teed texture hor mart, distinetive outside decorating 
roofing, siding and insulation, you can offer all the Economy. Sturdy, weather-resistant Certain-teed 
important sales advantages that builders, applicators roofings and sidings give long, trouble-free service 
or homeowners could ask for. with a minimum of maintenance Certain-teed 
Quality. All Certain-teed products are nationally Fiberglas Insulation pays for itself in fuel savings 
known and accepted for their consistent quality and over just a few years 
dependability. lhey make home-improvement expen Make the most of home-improvement opportunities 
ditures pay off in terms of added resale value and in your area, Sell quality, beauty and economy, Sell 
more comfortable living. Certain-teed! For complete detail and prices contact 
Beauty. Certain-teed roofings and sidings come in a our nearest Certain-teed supplies or write 
wide range of attractive, easy-to-sell colors, styles and direct to u 


*] rade-mark OCF ONp. 


BENG OO pc MMELTE 


Products of Certain-teed Products Corporation 


SOLD THROUGH 


Cortain-lteed S BESTWALL CERTAIN-TEED SALES CORPORATION 


EXPORT DEPARTMENT: 100 fost 42nd St, New York 17, N17 

ASPHALT ROOFING « SHINGLES « SIDING « ASBESTOS CEMENT SHINGLES AND SIDING 
FIBERGLASS BUILDING INSULATION « ROOF INSULATION « SIDING CUSHION 
PAINT PRODUCTS—ALKYD « LATEX « CASEIN « TEXTURE « PRIMER SEALER 


EG. U.S. PAT. OFF, 
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GLUE“ 


F .) 


The ONLY line that 

has the type and 

package for ALL 
your trade 


eee tC 


Handy sizes in re-fill 
glue guns 


Easy to use 
squeeze bottles 
in 2, 4, 7 and 
1702. sizes. Wil- 
hold glue is the 
bese merchan- 
dised and fastest 
moving line. 


Pails and Drums for produc- 
tion shop economy 


Wilhold white glue 
is available in jars 
from 40z.to | gallon, 
and five gallon pails 
, and drums for reserve 
shop supply. 


There's a Wilhold glue for 
every need 

¢Wilhold glues in- 

+ clude: White glue, 

* Waterproof, Con- 

= tax,Re-StikCement, 

= Builders Adhesive 

sand Concrete Ad- 

= hesive. Assorted in 

¢ one shipment. 


Pa 
z 
: 
2 
2 
2 
P 
2 
: 

z 
D4 
2 
S 
“ 
A 
2 
2 
Ps 
z 
3 
2 
rs 
z 
2 
‘ 
é 
2 
ca 
rs 
Ps 
2 
7 

z 
* 
“. 
+ 


Big sales potential in 
Concrete Adhesive 
for painting over cement and mas- 
onry...for finishing, resurfacing and 
pat a - concrete 
...& bonding 
course for plaster. 


Write for free samples, catalog 
sheets and the names of jobbers 
who can service you. 


A.tCWaTS BEL 


WILHOLD 

PRODUCTS 

WILHOLD PRODUCTS CO. 
Chicage 44, Illinois 
Les Angeles 31, Celif. 


RPI 
Circle No. 77 on Coupen, page 128. 


Ad, #1008 
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(MINUS HEAD LAP, IN. 
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SHINGLES \ PER SQUARE 


LENGTH 
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Chart Simplifies 


Shingle Estimating 


Simple chart eliminates pencil work in estimating 


coverage, regardless of shingle size and head lap. 


With a simple chart, a straight 
edge and a little mental arithmetic, 
it’s easy to find the number of 
shingles needed to cover a square 
regardless of the shingle width, 
length or head lap. The only figur- 
ing required is mentally subtracting 
the head lap in inches from the 
length of the shingle. 


For example, on the chart shown 
here the hypothetical problem is to 
find how many shingles 10” wide 
and 20” long would be required to 
cover a square when a 3” head lap 
is specified. 


Subtracting the 3” head lap from 
20”——the length of the shingle 
leaves 17”. Using a straight edge 
(represented by the dotted line on 
the chart) set one edge on 17 in 


October 1, 


column A. This represents the 
shingle length minus the head lap 
Holding the straight edge on 17, 
move the other end to 10” the 
shingle width in column C. The 
edge of the line intersects column B 
at 170-—this represents the number 
of shingles required to cover one 
square. 

Any straight line across the chart 
from any figure in column A to any 
figure in column C will cross column 
B at a point giving the number of 
shingles required. 

The scale will estimate any length 
shingles from 4” to 40” and any 
width from 3” to 30”. Column B 
represents any combination of these 
lengths and widths to give the num- 
ber of shingles required per square 
from 30 to 2,000. 
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SAVE CONSTRUCTION 
COSTS by using... 


LACE comece 





for these and en 


: other uses er 
*, al — 
or > — 


utility roor soaros 
utility Fiat roor Joists 
utility piares 
utility rire stops 
utility stuos 


utility sHeaTHinc 





utility sus-rioor 





utility rioor joists 








utility sriocine 


Webster defines utility as: Quality or state of being useful. :. GET ACQUAINTED with the 


. omen. wae ‘ : advantages of using ‘Utility 
And that completely describes “Utility” grade West Coast ao grode lumber by sending for 


new booklet Utility Ils the 


lumber, strong, sturdy AND economical. It fills the bill in 


Word tor lumber Use coupon 


below 


scores of construction job details where strength and de 
pendability are required. The use of “Utility” lumber saves 
money. 


WEST COAST LUMBERMEN’S ASSOCIATION 
Room 7218, 1410 5. W. Merrison &., Portiand 5, Oregen 


WEST COAST LUMBER | 


Douglas Fir - West Coast Hemlock 
Western Red Cedar + Sitka Spruce 
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Your Christmas 
Sales Planning Schedule 


Here is a step-by-step program to help you make 


more profitable holiday sales. 


More Christmas sales are being made in lumberyards every year 


The reason is simple 


dealers are displaying appropriate gift mer 


chandise and promoting it better than ever 
They are buying toys and Christmas trees and other items that 
holiday customers want and will buy elsewhere if not available in the 


dealers’ store. The number of gift 
stores 18 amazing 


items available in most dealers’ 
They range from tools for the men to light appli 


ances for the ladies. Toys are often stocked for children 
Most gift items, however, are regular inventory items that are 


given a gift promotional slant 


of the sales increase 


Strong promotion is the key to most 


The purpose of this special Christmas merchandising section is to 
show you what to promote and how to promote it. Use the Christmas 


Planning Calenda) 


as a guide for your own holiday sales program 


Christmas Sales Planning Timetable 


Week of October 29 


Check status of special Christmas mer 
chandise orders 

Order showroom decorations 

Order signs announcing layaway plans, 
gift wrapping service or special store 
hours 

Begin consolidating displays of non-gift 
items 

Stert expanding displays of items thet 
can be sold as Christmas gifts 

Plan direct mail and newspaper pro 
motion, 


Week of November 5 


Explain promotion plans to salespeople 
Install special promotion signs in various 
departments 

Set up « layaway plan for power tools, 
appliances and lawn mowers 

Finish planning Christmas advertising 
campaign; make sure proper ad mats are 
available 


Week of November 12 


Begin mailing consumer catalogs or di 
rect mail pieces 

Stress layaway plan and shop early 
theme in all advertising 

Erect special displays of Christmas gift 
suggestions. 

Open the toy section, if you have one 


Week of November 19 

Begin Christmas gift preview theme in 
ads 

Check to be sure all direct mail pieces 
have been mailed 

Feature early-bird gift items 
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Week of November 26 


Is all your holiday merchandise on hand? 
Move all non-gift items to the rear of 
the showroom. 

Finish store decorations. 


Switch window display to « Christmas 


theme. 


Week of December 3 


Complete decorating showroom for 
Christmas. 

Step up size and frequency of ads. Stress 
holiday gifts and a shop-early theme. 
Place dummy, gift-wrapped packages in 
display areas. 

Make final arrangements for extra help 
if required. 


Week of December 10 


Begin using extra help during peak hours. 
Make up feature displays of Christmas 
decorations, lights and other specialties 
Newspaper promotion should be at its 
peak. 


Week of December 17 


Use a last-minute gift theme in ads. 
Watch stocks of fast-moving items. 
Feature an island display of do-it-your- 
self items. 

Remind clerks that counterfeiters and 
bad check passers are most active during 
this season. 

Since Christmas falls on a Tuesday this 
year, Friday and Saturday will be the 
peak buying days during this week 





For Father 


POWER TOOLS are always welcome gifts 
for the home handyman. Jackson Lumber 
Co., Denville, N. J., promotes budget terms 
to help sell women on the idea of buy 
ing power tools as practical gifts 


For Mother 


APPLIANCES, especially built-ins, are ex- 
cellent gifts for homemakers. Purchases of 
appliances often set off a chain reaction 
of kitchen remodeling. 
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Promote Practical Ca F 


By promoting a wide variety of practical gifts, dealers 


are stepping up their holiday business. 


The trend toward buying something useful to please the family every 
day of the year puts the lumberman in the enviable position of being the 
source of building materials, appliances, tools and other items that can 
be used to help make living more comfortable For the Family 

The lumber dealer not only carries these items in stock all year, but als¢ 
has trained sales personnel who understand these products and how to sel} 


them 


For Father or Son 


RELATED SELLING turns the sale of the 
KD ping pong table into 4 package sale 
of paints, brushes and paddle sets at 
Capito! Lumber Co., Milwaukee 





For Handyman 


WORK BENCHES are always popular gift items with menfolk 
At Morrow Lumber Co., Erie, Penna., this KD bench sells for 
$12.98. Adding a backboard and vise upgrades the sale to $23.13 


Something for Everyone 


“ “ity 
‘_.? 4. HAND TOOLS offered at budget terms at 
Morrow Lumber Co., Erie, Penna. Credit 


GIFT WRAPPINGS convert hand tools, chopping blocks, knives and other handy items is popular with housewives, who want to 
into attractive Christmas gifts at Vermillion Lumber Co., Danville, Ili give useful gifts on a limited budget 
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GIFTS- DECORATIONS 
TDN: 


WINDOW DISPLAY was a stopper at Vil- 
lage Lumber Co., Elmont, N. Y. People who 
stopped to look at the plans pasted in the 
window usually dropped in to pick up a 
copy, and eventually became customers 
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FREE PLAN OFFER attracted drive-in trade and stirred up impulse 


ern California yard. 


sales at this south- 


CONVERT LUMBER 


Into Yuletide Profits 


Here's how lumbermen are using the yuletide spirit to mer- 


chandise lumber and plywood and building repeat sales during the 


slack months. 


More plywood, fiberboard and 
lumber are sold for non-structural 
uses during the year-end holidays 
than at any other time of the year 
these are materials the dealer 
normally inventories, there’s no 
headaches of special orders and left 
overs after the Christmas shopping 
spree is over. There's no miracles 
involved in building your volume of 
these products, Just sell the end 
use package as a practical gift the 
handyman can make himself. A little 
promotion offering him free plans 
is often the spark required to con 
vert him into a custome? 


Since 


Dealers who question the value of 
an aggressive Christmas merchan 
dising program for plywood and 
lumber might take a look at the re 
sults achieved by Village Lumber 
Co., Elmont, N. Y., when it tied in 
with the Douglas Fir Plywood As 
sociation promotion last year. 


October 


l, 


Parlaying $50 worth of showroom 
display with the DFPA promotion, 
Mort Exter, president of Village 
Lumber, moved three carloads of 
plywood in November and December 
and upped his gross sales into the 
$35,000 bracket—doubling his sales 
figure for the same period in the 
preceding year. 

Exter’s formula is simple: begin 
your holiday promotion early and let 
it build up steam. Here’s how the 
firm went about promoting plywood 
and building materials as end-use 
gifts for the home: 


@ Direct mail pieces were sent to 
15,000 homeowners within a 20-mile 
radius of Elmont (pop. 492) stress 
ing the availability of free plans. 


@ DFPA mats were used in the 
firm’s weekly newspaper ad cam- 
paign and the newspapers picked up 
publicity releases furnished by Ex 
ter 
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PLYWOOD SHORTS aren't 


scraps of lumber when a cus 






tomer has a plan to convert 







them into some useful item, This 
picked up 





beaming customer 






some bargains at Valley Builders 
Modesto, Calif 






PLANNING CENTER at Fountain City Lumber Co., DeSoto, Mo., takes little floor space and 


promotes do-it-yourself projects to appeal to every member of the family Supply Co 


coin, It was clearly apparent that 
forms of merchandising 






ans were the middle of October. This year he 


@ Listings of available ; 
receipt plans to jump the gun and push the ome 


stapled to every customer 








and letter mailed by Village Lumber Christmas gift theme during the weren't worth the time and effort 

Co first week of October involved. Here’s a recap of some of 
. ; . the lessons learned 

@ Window displays featured ply Promotion aids studied. Valle) Results from display advertising 

wood cutouts emphasizing the holi- Lumber Company’s excellent sale based on DFPA ad mats were ques 





results aren’t an isolated case. Las tionable, if not 








day theme and end-uses of plywood 


@ Availability of free 
mentioned at adult 
courses In carpentry. 


plans was 
education 


@ Local Boy Scout troops were in- 
vited to pick up plans and free 
scraps of lumber at the yard 
Promotion pays off. The result 
of this concentrated promotion was 
phenomenal. Customers returned for 
more plans after they completed 
project—and also bought more ply 
wood and other materials 
“With a little promotion,” Exter 
says, “the lumber dealer can draw 
off those consumer dollars that are 
normally channeled into department 
stores and other retail establish 
ments. And all the lumberman has 
to do is push the materials he’s been 
carrying in his inventory all year 
“There’s no reason why a lumber 
dealer’s business should die off be 
cause the old year is becoming his 
tory.” 
Exter 
start Christmas 


need to 
about 


emphasizes the 
promotion 
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year the DFPA made a test of six 
representative yards all over the 
nation to learn how dealers could 
effectively merchandise plywood and 
lumber during the year-end holj 
days 

Primarily, the association was in 
terested in learning how effective 
its sales aids were and whether they 
were worth the time and effort in 
terms of increased sale 

The DFPA learned that you can 
increase your plywood sales during 
the winter months if you use a little 
imagination and ingenuity to pro 
mote lumber as an end-use product 

In all six test yards there was a 
definite improvement in plywood 
sales. In at least three yards in 
creases in sales of plywood and re 
lated items was traced directly to 
the special promotion. In virtually 
every one of the six cases, dealer 
underestimated the pulling power of 
plywood promotion 


Effective newspaper ads. T here 
was, of course, another side the 


disappointing in 
iew of the cost involved. The clear 

lesson learned was that plywood 
mats used alone weren't as effective 
as they might be 

Used in combination with other 
advertising, the DFPA mate 
brought much better results. Omni- 
bus ads covering a variety of items 
including plywood, plans, lumber 
and other building materials pulled 
well. Especially effective were ads 
that promoted table tennis boards, 
outdoor decorations and train tables 

Outside display was clearly ef 
fective in bringing new faces into 
all yards. Once inside the showroom 
customers had a tendency to drift 
toward the planning center full of 
free plans and other how-to-do-it 
information 

All dealers report that the mo 
mentum generated by this special 
promotion goes a long way. Several 
yards reported that customers 
dropped in during January and 
February requesting more free 
plans 
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Gift Prevue Increases Store Traffic 


When leading merchants of Merced, Calif., were asked by a local church 
to participate in a “Christmas Present Prevue”, Cross Lumber Co. was 
happy to participate. The aim of the prevue was to provide a display space 
downtown so retailers could suggest Christmas gifts to prospective cus- 
tomers. No orders were taken in the display area; customers were referred 


to the merchant’s store 


To protect the displays and add a touch of Christmas, a local police- 
man was decked out as Santa Claus 
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Everything, Including the 
Fixtures For Sale 


During the Christmas shopping 
season, Capitol Lumber Co., Mil- 
waukee, sets up a card table and a 
coffee table as display counters. The 
tables are used to display various 
impulse items on rotating turn- 
tables. Everything, including the 
tables, is offered for sale with large, 
legible signs urging customers to 
use the firm’s charge accouut plan 


Reindeer Heads 
Perk Up Showroom 


Since customers expect the show- 
room of Dolan Building Material 
Co., Sacramento, Calif., to be decked 
out for Christmas, assistant man 
ager Ray Palumbo tries to develop 
new decorating ideas each year. 

Last December, Palumbo dressed 
up the posts in the showroom with 
Styrofoam reindeer heads. First he 
wrapped each post with white paper, 
then he spiralled red cellophane tape 
around the posts to simulate candy 
canes. The reindeer heads were 
wired to the tops of the posts to 
complete the illusion. 
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other time of the year and 
your 
months ahead. Shown hers 





excellent profit-make 


mood at 


Christmas time than at any 
less price-minded is the time to step up 
improvements that during the 
also some items which dealers have found 


for either individuals o1 


Since more people ar: i buving 


now 


promotion for home can be done 


are 


when promoted as gifts 


the entire family 


Timely Signs 
Increase Store Traffic 


Fountain City Lumber Co., De- 
Soto, Mo., last year extended its 
trading area by using billboards to 
tell motorists that free plans for 
Christmas decorations were avail 
able at the yard. This change of 
pace in promotion brought com- 
ments from customers, who said 
they had never thonght of a lumber- 
yard as a place to shop for Christ 
mas gifts and home decorations 


Make your own... 


Shristmas 
DECORATIONS 


of FIR PLYWOOD 


FOUNTAIN CITY LBR ©2050 
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Tree Sells Xmas Ornaments 


This simple display at Hill-Be 
han Lumber Co., North Aurora, IIl., 
consisted of a tree made of Christ 
mas tree ornaments supported by a 
dowel inserted into a 2”-thick block 
6" square. The length of the dowel 
is varied according to the numbet 
of ornaments displayed 

The rings of the ornaments 
threaded the dowel. Laryer 
ornaments are used for the base of 
the “tree” and progressively smaller 
ones are stacked on top. The whole 
display is topped off with a tree-top 
ornament 

The display up the 
cashier’s counter and stimulated im 
pulse sales among Christmas tree 
buyers, who stopped in the show 
room to pay for their purchases 
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Bright Lights Encourage Evening Shopping 


To attract shoppers to its bargain 

sheds and to stimulate pickup sales, 

Sawyer’s, Worcester, Maas., fes 

« & Masrusd. Lunes & tooned strings of colored lights 

ens Je Giyyss along the edge of the shed area. Be 

sides providing auxiliary light for 

the shed and parking area, the 

bright light attracted § drive-in 
trade 
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GALVANIZED MASONRY REINFORCEMENT 


slash warehouse space and handling costs while you multiply 
sales with this new type galvanized masonry reinforcement 


masonry reinforcement gives. That should mul- 


That’s right. Each roll of KEY-WALL has 150 
ft., yet it weighs so little you can handle a rol! 
with one hand. It’s easy to stack; easy to handle 
Galvanized, it needs no protection from the 
weather on the job. 


Just think what this means to you in space saved 
in the warehouse; on the truck; on the job, Think 
how handling costs are slashed all along the job 


Yet, it’s so economical that architects are specify 
ing it in every course to get the full benefits that 


FREE SAMPLE AND TEST REPORT 


Keystone Steel & Wire Company 

Peoria 7, Illinois 

Please rush me complete information on KEY-WALL 
Nome 

Firm 

Street 


a 


tiply your masonry reinforcement sales. 

It's so easy to use that masons prefer it. 

Its been tested and proved by the Research 
Foundation, University of Toledo. Leading archi- 
tects and builders are specifying and using it in 
important buildings 

If you have not investigated this important new 
development, it will pay to get all the facts 
NOW. 





No. 68 of a Series 


ADservice at Work 


Dealers all over the country have praised 
imerican Lumberman's ADservice for its 
adaptability—the way the various mat illus 
trations can be arranged into ads of any 
size, any layout style. The two examples 
reproduced here demonstrate that adapt 
ability 

In the large four-column ad, Erb Lumber 
Co., Royal Oak, Michigan, combines a majo1 
project (garages) with a wide selection of 
“cash and carry” merchandise in an inte 
esting, eye-catching layout 

Denniston and Partridge Co., Newton, 
lowa, use four ADservice “project” mats 
in their two-column ad featuring home 
improvements. Note the reference to their 
Home Service Department; also the tie-in 
with OHI and the Better Homes and Gat 
dens promotion 

Write American Lumberman for free 4% 





This ad, 2 col. x 944 
nos. 90, 114, 15, 3 


Budget Terms 
on Everything 
We Sell 


Salesmen Will 
Coll at Your aah 
Convenience 7 


_ 803 S. Main 


ERB LUMBER COMPANY 


3 ae nie 
= { DER oe ae nme we ee go 


Li 1-0200 


FOR YOUR AD-IDEA FILE 


in., uses ADservice mats 


f Open Daily 
7:30-5:30 
7:30-9:00 Friday 
7:30-4:00 Saturday 
FREE PARKING 


Royal Oak — 


LOOKING FOR A GARAGE STYLE 
THAT EXACTLY SUITS YOUR HOME? 


Then come in end see ovr wide variety of plone. You'll see seme with 
on attractive perch ler evidee: hving Geme with stteched sheds tor 
bikes ond gordon tools others with builtin serege cabinets ond work- 
shop wpere Priced right too fer example Complete materials inciude 
ing door tor 14220 


Ask for Our Mr. John Peterson 


page book telling how to order and how to 
use ADservice mats 

The Erb Lumber Co. ad below, 4 col. x 16 in., 
uses ADservice mats nos. 78, 144, 252, 165, 155, 
30, 31, 151, 58, 92, 106, 104, 5d, 


Specials — 


ry 


J 2s Outside White 
Ist Gal. *5”8 
mnerortniage Le typ} and Gol. *24 


LATE ETT ‘ Total $ge 


Redi Mix Mortar | ROLL ROOFING | Liquid Costing 
«di Mi | 


toy S488 vou 9395 ow 956 

Redi-Mix | 

YOU SAVE | Concrete Utility Reoting Plastic Coating 
yu en Lee on S08 


Master Painters | 
| 





223 W. Fourth &. 





Let Our Home Service Department 
Help You Get Started Now On 


HOME IMPROVEMENTS 
Better Homes & Gardens 1 ae 
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“Facts at a glance— 


trF AST SELLING... 
EXTRA PROFITS 


—" AT A GLANCE” inventory control builds 
extra sales, extra profits, reports the Savannah 
Planing Mill Company. Kardex* Visible control 
gives you the facts you need when you need them. 
There’s no more asking a customer to wait while 
you check stock on an item... search invoices for 
prices...scramble purchase orders for vender 
delivery. A mere glance at the Kardex Visible mar- 
gin tells you current stock status on any item. 
Kardex Visible control puts complete information 
at your finger tips, assuring prompt service, more 


orders and extra profits. 


Remington. Fland 
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Send for your free copy of “Extra Profits 
Through Inventory Control In The Building Mate- 
” to help you get effective inventory 


rilai Bu ine 


control, or call the Remington Rand office near you. 


Ask for CR875. 


Remington Rand, Room 2079 
315 Fourth Avenue, New York 10 


‘ ee that I receive a free 

{ “Extra Profite Through 
ry Control In The 
Materia Huaine 
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NOW! 


Magna creative engineering 
offers the first new advances 
in power tools since the 
introduction of Shopsmith! 





@® 1.M. REG 


NEW MAGNA LINE 
OFFERS MORE EXCLUSIVE 
FEATURES THAN ANY OTHER 
LINE OF POWER TOOLS! 


MAGNA-LINE is more than just a new line. Each one of 
these magnificent power tools is the result of new engineer- 
ing concepts; each tool offers outstanding features never 


before available on power tools for home use. 


MAGNA-LINE includes the revolutionary new Magna 9-in. 
Saw with “The Helping Hand”— a built-in extension which 
makes the largest effective table on the market; 4-in. Jointer 
with the longest table, largest fence in its class; 11-in. Band- 
saw with automatic blade tracking; 6-in. Belt Sander with 
automatic belt tensioning; 18-in, Jigsaw with full speed- 
range; and Compressor-Sprayer with 100-ft. range. 


There are still MAGNA-LINE—SHOPSMITH Franchises 
available. Perhaps one of them is in your territory. For full 
information please write Dept. 600-L, Magna Power Tool 
Corporation, Box 2808, Menlo Park, California. 
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NEW! MAGNA 9-IN. SAW 
WITH “THE HELPING HAND” 


The only tilt arbor saw with “The Helping Hand’— 
a built-in extension which makes the largest (34”x 24”) 
effective table on the market, allows bigger rip and 
cross-cut capacity than any other saw * Epicyclic Speed- 
gear Control gives you full 45° tilt with only 10 turns 
of knob (40 to 60 turns on other saws!) + Single-knob 
control—push for projection, pull for tilt + Self-align- 
ing Fence locks front and back with single knob + 
Colored Safety Zone Table Insert cannot catch work 
piece * exclusive pressure-cast tub front bolted rigidly 
to table, coordinates all controls + externally adjust- 
able Tilt Stops + 3 Auto-stops on Miter Gauge. 


NEW SHOPSMITH MARK 5 


Most wanted multi-purpose 
power tool in America! 
Shopsmith is a 9-in. Saw, 
Disc Sander, 54-in. 
Lathe, 1614-in. Vertical 


12-in 


Drill, unlimited-capacity 
Horizontal Drill. Speed 
Dial, Power Shift from 700 
rpm to 5200 rpm! Built-in 
Y, hp motor, including 
Power-Mount for quick at. 
tachment of Bandsaw, 


Jointes, Jigsaw, Belt Sand MAGNA POWER TOOL CORPORATION 


. » . ' 
er, Compressor-Sprayer! Aissitedy thians Pemap tink 





See for yourself 
how Magna-Line and 
Shopsmith measure 

up to any power tools 
on the market! 


1956 
NATIONAL 
HARDWARE 

SHOW— 

Booth 33 
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6-IN. BELT SANDER 
WITH AUTOMATIC 
BELT TENSIONING 


Compare these big features with 


those of any other belt sander 
Single-knob Control gives Auto 
Belt 


belt removal « 6-inch by 1614 


matic lensioning; instant 
inch 
Back-up Plate for large work in 
horizontal or vertical position « 
table tilts in either direction, 
mounts as fence on either side « 
tilts, locks in any position from 
Max 


belt edges protect 


horizontal to vertical « 
imum safety 


ed by side frames 


MAGNA 


4-IN. JOINTER 
WITH LONGEST TABLE, 
LARGEST FENCE 


The big, heavy-duty Magna 4-in 
Jointer with the longest (28") 
table, largest (3” x 2134”) fence 
in its class, has adjustable infeed 
table, fixed outfeed table « One 


knob Fence Lock controls tilting 


of fence « 3 adjustable auto-stops 
¢ Spring-controlled Safety Guard 
« One-piece fence casting is far 


more rigid, larger (21” x 3”) « 


knives individually micro-adjust 


able, salet tapered 


Circle No. 28 on Coupon, page 126, 


11-IN BANDSAW 
WITH AUTOMATIC 
BLADE TRACKING 

A new engineering triumph offer 


Blade 
I racking—greater safety, easy to 


ing: exclusive Automatic 


change blades « Single-knob 
Blade Guide Control « cross-cuts 
any length stock (up to 6” width) 
without throat interference « 
sealed ball bearings «+ maximum 
safety—everything enclosed except 


essential cutting portion of blade 


MAGNA 


18-IN. JIGSAW WITH 
FULL SPEED-RANGE 


The Magna Jigsaw gives you pre 


cisison, capacity, ease of adjust 


ment « Exclusive Full Speed 
range operates as fast as 2500 rpm! 


¢ Cuts through 2-in, stock at low 


speeds, smooth -cuts thinnest wood 
at high speeds « Use it for metal 
working, also, or as regular saw 
for straight cuts with heavy blades 
« Blower keeps cutting line saw 


dust free, cools blade 
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THIS UNIQUE DISPLAY by Curtition Corp., Los Angeles, Calif., at a recent Los Angeles home 
show brought to focus the growing interest in folding doors. A warm livable setting, gay music, 
an interesting story narrated by a professional announcer, high-fashion models providing action 


in pantomime 
show stopper 


all combined to make this display for Curtition Accordion folding doors a 





Why Not Push Lighting This Fall? 
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FIVE NEW FIXTURES, the Cordette Cas 
uals, are being introduced by Moe Light 
during October at special introductory 


prices 


The Moe Light Div. of Thomas 
Industries, Inc., Louisville, Ky., 
reports the stage is all set for big 
fall sales. This year has seen an 
accelerated consumer and trade ad- 
vertising program by Moe Light, 
but one of the biggest promotions 
of all is slanted for this fall, with 
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October as kick-off time 

Selected as American Home 
Lighting Fixture Month, October 
has also been chosen by Moe Light 
as the time to introduce five new 
fixtures, the Cordette Casuals. The 
new fixtures are being advertised 
in national consumer publications 
as well as in trade magazines and 
will be available at special intro 
ductory prices to the consumer for 
that one month only. 

Early in August, Moe Light, in 
cooperation with the Operation 
Home Improvement program, 
placed a special page in the Pub- 
lishers’ Auxiliary, and at the same 
time released a merchandising 
package with special emphasis on 
OHI to more than 850 Moe Light 
distributors. This has been followed 
by a similar merchandising package 
built around American Home 
Lighting Fixture Month and the 
new Cordette Casuals. 

Officials at Moe Light believe 
there was never a better time to 
sell lighting—-for every room—to a 
tremendous market of pre-condi- 
tioned customers. This belief is 
substantiated by figures just re 
leased by the American Home 
Lighting Institute, where it is esti- 
mated that 1956 residential light- 
ing fixture sales will total $86 mil- 
lion; an increase of approximately 
12% over 1955 sales 


Redwood Manufacturer 
Wins National Award 


For the second time in three years, 
The Pacific Lumber Co., large red- 
wood producer with mills at Scotia, 
Calif., castern headquarters in Chi 
cago and nationwide distribution, 
has won first prize as the lumber 
manufacturer who did most in 1955 
to promote the proper use of lumber 
in competition with other materals 

An annual affair and national in 
scope, the contest is being sponsored 
by Wood Working Digest. Judging 
is based on the efforts put forth and 
the results obtained by the nation’s 
lumber producers, fabricators and 
distributors in furthering the con 
tinued satisfactory use of lumber 
and lumber products by home build 
ers, farmers, industry and the gen- 
eral public. 


Masonite Corp. Buys 
B. B. Butler Mfg. Co. 


Purchase of the B. B. Butler Mfg 
Co., Bellwood, Ill., and its subsidi 
aries by Masonite Corporation, Chi 
cago, is announced by John M. 
Coates, president. For three and a 
half years, Masonite Corporation 
has distributed Butler “Peg-Board”’ 
panels, made of Masonite Presd 
wood, under the corporation’s brand 
name. 

Coates also reports the appoint 
ment of two Masonite employes to 
key positions in the Butler opera- 
tion. Ernest W. Dahl, with the com- 
pany since 1940, is Bellwood plant 
manager, and Frank L. Barchard, 
assistant manager of the corpora- 
tion’s product development depart- 
ment since 1954, is “Peg-Board” 
product sales manager. 

Butler had plants in Bellwood and 
Laurel, Miss., plus a warehouse and 
office in New York City 


National Hardwood 
Meets in Chicago 


A record attendance is expected 
at the 59th annual convention of the 
National Hardwood Lumber Associ- 
ation to be held in Chicago, Oct. 18- 
19-20, reports secretary J. L. Muller. 
A highlight for hundreds of hard- 
wood men attending the meeting 
will be an opportunity to visit the 
Hardwoods Exhibit at the Museum 
of Science and Industry while they 
are in Chicago. 

During the convention the names 
of 15 member firms of the associ- 
ation will be added to the 50 Year 
Honor Roll. These 15 firms all have 
been members with an unbroken 
record since 1906 and boost the 
total of members with a half-cen- 
tury record of support to NHLA to 
42 firms. 

(continued on page 88) 
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HOME-TOWN LUMBER CO. 


Building Supplies and 
EADY. MIX CONCRETE 
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for a “second income” 
branch out to ready mix... with a BeuA ee 





New Profit Opportunities * Low Capital Investment 


Ready mix is here to stay. Business forecasts call for a continuous green light in ready-mix 
volume for years to come 

If the nearest ready-mix plant in your area is miles away, and you supply cement, then you 
are the logical source to render service to your present contractors and to new customers 

in this booming business 


Plenty of profits are waiting for those who expand their operations to include ready mix as a 
much-needed service in their trade area 


You don’t need a huge investment. And you don't have to be an expert in concrete 


required: Small plant plus small truck mixer 

You can get a good start in ready mix with a minimum-sized plant. Then, with the 
popular low cost SMITH “444” Mixer on a single axle or small tandem truck 
you're in business 

The “34” is Smith's “work pony.” With a 34-cubic-yard mixer, it is 
guaranteed to mix 4 full cubic yards. Low overall height 

makes it perfect for small plants — both portable and semi-portable 

When you get ready for ready-mix profits, be sure to specify the 

SMITH "314" — for one of your present trucks or for a new small one, 


THE T. L. SMITH COMPANY 


2844 NORTH 32ND STREET . MILWAUKEE 45 WISCONSIN 
Affiliated with Essick Manufacturing Company, Los Angeles, California 





DENISTON © 


“LEAD-SEAL” NAILS 


ave en gineered 





lo stop roof leaks! 


It may seem odd to picture 
a group of engineers busy 
engineering such an item as a 
roofing nail. But it became 
necessary a8 complaints "LEAD-SEAL" 
developed from farmers on 
damaged stored crops, equipment 
and machinery caused by leaks 
around ordinary roofing nails 


So Deniston engineered a 
roofing nail specifically for any 
type metal roofing with a 
“‘lead-seal,”’ triple-lock and 
drive screw shank. Now, 
when the hammer strikes 
the nail, the “bump” 
and the lead are forced 
through the sheet, the 
sheet springs back over 
the “bump"’—this solidly 
locks together the nail, 
lead and sheet. Result: a 
permanent seal through Also ’ ow 
which no moisture can furnished 
in Ring 
Shank and 


Straight 
Shank 


TRIPLE 
LOCK 


penetrate, Deniston 
“Lead-Seal"” Roofing Nails 
will not leak in any kind of 
weather and will outlast 
any kind of roof 


You won't find a bad 
Deniston nail in a carton as 
they are manufactured under 
rigid specifications from raw 
material to the finished nail 
All Deniston nails can now 
be shipped in either 50 Ib 
or 100 Ib, sturdy 3-ply cor 
rugated color-board cartons with hand grips for easy handling 


With customer satisfaction so important to your profits, it 
will pay you to investigate the full details on the unusual 
advantages of Deniston “‘Lead-Seal” Roofing Nails. Ask your 
jobber or write to us direct for descriptive circulars and com 


plete price information ... no obligation 


THE DENISTON COMPANY 


49th & South Western Avenue 
Chicago 9, Illinois 





IN CANADA 
EASTERN STEEL PRODUCTS CO., LTO. 
PRESTON, ONTARIO 
Circle No, 30 on Coupon, page 126. 
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Protects Aluminum Windows 

A BATH in @ 9,000 gallon tank of lacquer is the final step in a 
new dip-tank system installed by Ware Laboratories at its main 
plant in Miami, Fla., for etching and lacquering Ware aluminum 
windows. The new process consists of five steel tanks, 14° x 8 
with a depth of 12’. The new system can handle 75 to 150 win- 
dows each time; 300 to 400 windows per hour when peak operat- 
ing efficiency is reached. 


Expansion Programs 
PORTLAND CEMENT ASSN. 


The Portland Cement Association, Chicago, Ill., an- 
nounces an expansion of its field services to cement 
users. A new regional office is being opened in Los 
Angeles to supervise activities of the Los Angeles and 
Seattle, Wash., district offices and new district offices 
are being opened in Baltimore, Md., Trenton, N. J., 
Portland, Me., and Louisville Ky. Personnel is being 
added or transferred to several of its other 28 district 
offices and all four of its other regional offices. 

Purpose of the expansion is to make the services of 
experienced highway, structural and conservation engi- 
neers and experts in the use of concrete for farm and 
home construction available on a more localized basis, 
according to G. Donald Kennedy, president 


PARLYN CARIBBEAN CORP. 


Serving Florida and the entire eastern coastal area 
is Parlyn Caribbean Corp.’s new modern Puerto Rico 
plant, where a complete line of Parlyn jalousie window 
operators is currently in production, reports Sergio P. 
Ponce, general manager of the new plant. Located in 
Rio Piedras, Puerto Rico, the island site was selected 
because of its close proximity to the eastern market. 

This new corporation along with Parlyn, Inc., in 
Monterey Park, Calif., is under the direction of Lynn 
T. Joselyn, president. Parlyn, Inc., maintains a west 
coast plant and home offices in Monterey Park, where 
the company manufactures a complete line of window 
and door hardware. 


COMPANIES ANNOUNCE 


The Black & Decker Mfg. Co., Towson, Md., announces 
the opening of a new sales and service branch in Phoenix, 
Ariz. The new branch, located at 1506 Grand Ave., will 
furnish complete repair and service facilities for users of 
Black & Decker portable electric tools in the Arizona area. 
Barry R. Agenbroad, who worked in the Los Angeles 
branch, has been appointed service manager of the new 
Phoenix branch. This is the 41st factory service and repair 
branch opened by Black & Decker in the United States. 

(continued on page 90) 
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why stock 


12 to 20 oil stains 
when F IRZITE will serve for all 


a fact: instead of a large 


inventory of 12 to 20 prepared stains, 
you can supply almost any color stain desired 
on all woods, hard or soft, plywood or solid 
lumber, merely from your stock of Firzite® 
plus colors-in-oil. Imagine the difference in in- 
ventory, turnover, shelf room AND PROFIT! 


For dark shades, such as walnut, mahogany, 
oak and other dark colors, add colors-in-oil 
to Clear Firzite. 


For light greys and pastel shades, add colors- 
in-oil to White Firzite. (And for woodsy blond, 
pickled or wiped effect, White Firzite is simply 
great.) 


For the finish coats on stained effects 
obtained with Firzite, use Satinlac. 


Nationally Advertised! 


Re-order now! 


" & EN FINISHES ON FIR P 


FIRZITE VE) 
reel 


. i mveo 5° ue mead 
a pnawene® 
Bee ONG A < ee 


.. and for a beautiful natural finish 
recommend Satinlac 
Satinlac® accents and preserves the full natural grain 
and color of any wood, hard or soft, solid lumber or 
plywood. No undercoat required. No built-up look 
Easy to brush or spray. Dries out of dust in 30 min- 
utes; ready for next coat in 3 or 4 hours 


Pints, quarts, 1 
and 5 gal. cans. 


UNITED STATES PLYWOOD CORPORATION 


Dept. AL-10-65, 55 West 44th Street, New York 36, N.Y 


BUILDING Propucts MERCHANDISER 
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INTERIOR 
SHUTTERS 








EE 


These features SELL Tyler shutters ... 


@ Quality of preduct shown in beauty, proven by experience 

© Quolity of design constantly improved over the years, 

® Quality of workmanship guaranteed. 

® Quality of materials kiln-dried white pine, 
of best hardware 

@ Wide range of styles and sizes with stationary or movable 

shutters, pairs, or groups 


complete line 


louvers, in single 


Tyler also supplies a complete line of exterior shutters, win- 
dow blinds, and interior louver doors 


Write today for complete injormation on all Tyler products. 


Sa 
ARTHUR F. TYLER CO. 


167 Hapgood St., Athol, Massachusetts 


Circle No. 32 on Coupon, page 126, 
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The Alumatic Corporation of America, Milwaukee, Wis., 
one of the nation’s pioneer manufacturers of aluminum 
windows and doors, recently became affiliated with Air- 
Way Industries, Toledo, Ohio. Air-Way manufactures 
vacuum cleaners and hot water heaters. Joseph Zitomer, 
president of Alumatic, states “the move will result in an 
immediate expansion of physical plant and production 
facilities, as well as in broadened sales, advertising and 
promotion programs.” Zitomer will continue his 10-year 
service as president of Alumatic and has also been elected 
to the board of directors of Air-Way Industries 


Alysnite Company of America announces the appoint- 
ment of Paul N. Cheremisinoff as manager of its plant at 
Paterson, N. J., replacing Charlie Opel, who is returning to 
a home office assignment in San Diego, Calif. 


Raymond E, Schwartz, Jr., and Frank J. Hughes, Jr., 
have been named sales representatives for Stanley Electric 
Tools, division of The Stanley Works, New Britain, Conn. 
Schwartz will represent Stanley Electric Tools in the 
Metropolitan New York City area; Hughes has been as- 
signed to the Northern Indiana territory. 


“Fire-Snuf,” manufactured by the Resolite Corporation, 
Zelienople, Penna., is reported to be the first lightweight, 
translucent plastic panel to gain Factory Mutual approval 
for fire-retardant building construction. The large-scale, 
roof deck tests on Resolite “Fire-Snuf” panels were per- 
formed at the Factory Mutual Laboratories in Norwood, 
Mass., and were pronounced “very successful.” This struc- 
tural plastic panel now carries the Factory Mutual seal 
and the label of Underwriters’ Laboratories. “Fire-Snuf” 
obtained the U. L. label in Sept., 1955. 


Dur-O-Wal Div. of Cedar Rapids Block 
Co, has announced the appointment of 
Carl E. Miller as sales representative 
of Dur-O-Wal Products of Alabama, 
Inc., for the area including Alabama, 
Texas, Louisiana, Arkansas, Mississip- 
pi, Tennessee, Kentucky, Georgia, 
Florida and the Carolinas. ... Roy A 
Potts has been appointed sales repre 
sentative for Dur-O-Wal of Illinois 
He will serve dealers, builders and ar 
chitects in Wisconsin and Illinois. 


Miller 


Kalter has joined Mastic Tile Corporation of 
N. Y., as director of advertising. Charles 
DeMatteo continues as advertising manager of Matico. The 
promotion of Charles W. Kroschell to manager of special 
sales and Fred A. Dreger to sales manager, midwestern 
division, is also reported by Matico 


Daniel 
America, Newburgh, 


Plans to open a new Hyster Company tractor equipment 
assembly plant near Glasgow, Scotland, on the Clyde river 
are reported by Ernest G. Swigert, president of Hyster 
The new plant will meet overseas demands for certain lines 
of Hyster construction and logging equipment and will 
supplement Hyster’s plant in Nijmegen, The Netherlands 


Graham & Co., Inc., announces the appointment 
Lohr as vice president In addition to his vice 
presidency, Lohr retains his title as general sales manage! 
Also announced is the appointment of Vincent A. Turner 


sident, sporting pooods 


Johr H 
of UC. G. 


u“ vice-pre 


Atlas Plywood Corporation’s big flush door and plywood 
plant at Center, Texas, has just marked its second year of 
full operations by shipping its 1,000,000th flush door, 
reports Otto Nachlas, the company’s southwest sales man 
ager. The doors, which are sold under the Texcen brand 
in the southwest area, are processed from log to finished 
product under a new fully integrated production system 
devised by Frank Harney, senior vice-president of Atlas 
Plywood Corporation, Boston, Mass. The Texas plant also 
produces plywood panels and containers 
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R OAK FLOORING 


“gives you these wanted features 


COLOR AND GRAIN 
UNIFORMITY 


EXCELLENT 
MILLWORK 


LONG LIFE GENUINE OZARK MOUNTAIN OAK 


NOFMA 
GRADED 


THOROUGHLY SEASONED 


GOOD PROFIT FOR YOU IN MODERN KILNS 


Here is the preferred perfect 
long-life flooring for homes, schools, in- 
stitutions, and commercial buildings. No 
synthetic or man-made flooring material 
with the natural and dur- 
able beauty of Padgett-Smith Oak 
Flooring. The result is more satisfied 
customers, more sales, and profit for you. 


DIRECT 
VAN DELIVERY 

Within 600 mile radius 
Irailer loads or split loads are 
delive red at 
Coast-to-coast 


can compare 


cat load 
rail shipments, 


pr ices 


Representatives in most states, Write or phone for particulars. 


Phone 31 


uh, LU. ee 


Papcerr- Omit FLOORING COMPANY 


Circle No, 33 on Coupon, page 126. 


F R E E w A L L C 4 A R T 9 more and more dealers are saying 
| ? 


ae to help you sell. GZ \ Let's handle 


7 BESSLER Y, GRIFFIN’ 


| DISAPPEARING | 
x a STAIRWAYS 


Ate easily... 
quickly... 
profitably! 


Here's a real 24-hour-o 
day salesman for the fa 
mous line of Bessler Dis- 
appearing Stairways. Hang 
it anywhere in plain sight, 








FREE CATALOG 
AND 
WALL CHART 


Gives you complete 
handy reference data 
on entire Bessler line, 
for quick selling or 
application to any 
stairway job. Write 
for it now! Also ask 
for FREE wall chart 


BESSLER DISAPPEARING STAIRWAY CO. | 


for ready reference by you 
and prospects. Seven Bess- 
ler models to meet any 
home building or remod- 
eling need. 

Millions of Bessler units 
now in use, Millions of 
homes, outbuildings, of- 
fices, commercial establish. 
need 
stairway. There's a big 
market for you in your 
community! Popular prices! 


ments 


1900-B East Market Street, Akron 5, Ohio 
Circle No. 34 on Coupon, page 126. 
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this efficient | 


line of hinges to 

that's the trade way of 
We like to sell Griffin prod 
uct Order from our full line of 
wrought teel butts plus 
plete line of hell hardware 
selection ou kno 


want 


GRIFFIN’ 


ince 1899 
MANUFACTURING CO. 
Circle No. 


The 
handle 


saying 


de pe ndable 


a com 
in the 
our Customer 


ERG, PA. 


35 on Coupon, 
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Order by 
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CUSTOMERS INVOICES for the four division offices are prepared and mailed from the 


Jackson office. in one operation, these machines compute markup, selling price and 
salesman's commissions 


Master Wholesaler Cuts Billing Costs 25% 





| one —Laont > ; > > > fichi ; tern of building materials. 

New bookkeeping equipment enables Michigan firm | dg gree i we gy 

to streamline office procedure, give customers better ee ee at ie ae 

° now maintains warehouses in Jack- 

service, son and Kalamazoo, Mich., Toledo, 

Ohio and Fort Wayne, Ind. From 

its administrative offices in Jack- 

An internal system of coordinat Besides prompt deliveries, the han "roy \ ye eg et ioe 

ing purchasing, warehousing and firm’s policy of strictly retail dis po , retall dealers in three 
deliveries into a smooth operation tribution and one fair price to all — 

is one of the important factors in customers has been selling retail The centralized administration 

the continuing growth of Michigan lumbermen on the merits of the office in downtown Jackson is the 

Wholesalers, In wholesaler in the distribution pat nerve center which coordinates the 


CONCRETE PILASTERS provide for future expansion at HIGH STACKING makes maximum use of floor space at 
the Kalamazoo division. Pilasters support the warehouse Kalamazoo warehouse. Manager Charlies J. Meyers shows 
roof trusses so concrete bleck can be removed when addi- height of palletized stacks of wall tile. 


tional wings are added 
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DIVISION INENTORY is maintained at 
each warehouse, and duplicated in the 
Jackson office. Kalamazoo office man- 
ager A. N. Swanson checks his inventory 
to see if enough material is on hand to 
fill an order. 


complex ordering, inventorying, 
billing and delivery system of the 
firm. 

“Several years ago our sales vol- 
ume was increasing rapidly,” says 
general manager M. L. McCreery, 
“but our selling expenses were ris- 
ing faster. We were in a pinch, 
where we couldn’t cut our ware- 
housing or delivery costs and still 
provide service and maintain a com- 
petitive price structure. After some 
study we decided to centralize as 
much of our administrative work 
as we could in Jackson. 

“Our aim was to relieve our divi 
sion offices of as much paperwork as 
possible so our men could concen 
trate on sales, warehousing and 
customer services.” 


Centralized billing. By install- 
ing two combination billing and 
computing machines in the Jackson 
office, Michigan Wholesalers cut its 
billing costs about 25% in eight 
months and the initial investment 
of $6,500 for the machines was 
justified in about a year. 

Besides speeding invoicing, the 
centralized billing system has elim- 
inated three girls, one from each 
division office. One girl was added 
to the Jackson staff. The girls re- 
ceived one day's instruction in the 
use of the machines; after a little 
practice the two girls now turn cut 
about 200 neat, accurate invoices 
daily 

Here’s how the system works: 
Each evening the division managers 
mail their orders to Jackson; they 

(continued on next page) 
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Southern Pine Association 
P. O. Box 1170—New Orleans, La 


Please send me my Free copy of 
“GRADES & USES FOR 
SOUTHERN PINE DIMENSION.” 
Nome 


Address 


City 





State 





“GRADE-MARKED 
SOUTHERN PINE 


...best framing jobs 
I’ve ever seen!” 


says Mr. E. P. Lamberth, Lewis & Lamberth, Dallas 


“T’ve been building homes 
in the Dalias area for 20 
years and have consistently 
tried to use only top quality 
materials, including good 
framing lumber. However, 
I was far from being sold 
on the superior advantages 
of S P I B Grade-Marked 
Southern Pine until, recent 
ly, one of my suppliers 


talked me into trying. 


“T put up 14 homes out in 
Valwood Park in Dallas and 
used S P I B Grade-Marked 
Southern Pine for the fram 
ing. I was not only satisfied 

I was highly impressed 
Wasted pieces and time con 
suming adjustments and re 
placements were virtually 
eliminated. Workmanship 
was excellent. They were 
the best framing jobs I've 
ever seen. That's why I've 
switched to Grade-Marked 
Southern Pine.’ 








Always specify 
$P1B GRADE-MARKED 


SOUTHERN PINE 


me <<, & 
> 


eet a LLY 

PIBN 7 S 
02% 

The grade-mark certifies the lumber 


to be adequately seasoned, uniformly 


manutactured and occurately graded 
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CUSTOMERS INVOICES for the four division offices are prepared and mailed from the 


Jackson office. In one operation, these machines compute markup, selling price and 


salesman's commissions 


Master Wholesaler Cuts Billing Costs 25% 





New bookkeeping equipment enables Michigan firm — ‘e"® of building materials. 
Since it was founded 24 years 
: “va wal re 5 ago, these policies have paced the 
to streamline office procedure, give customers better steak avewth of the tum. whieh 
now maintains warehouses in Jack 
son and Kalamazoo, Mich., Toledo, 
Ohio and Fort Wayne, Ind. From 
its administrative offices in Jack 
An internal system of coordinat Besides prompt deliveries, the aan menigan W holesalers services 
ing purchasing, warehousing and firm's policy of strictly retail dis almost 1,000 retail dealers in three 
deliveries into a smooth operation tribution and one fair price to all 
is one of the important factors in customers has been selling retail The centralized administration 
the continuing growth of Michigan lumbermen on the the office in downtown Jackson is the 
Wholesalers, Ine wholesaler in the distribution pat nerve center which coordinates the 


service. 


states 


merits of 


HIGH STACKING makes maximum use of floor space at 
Kalamazoo warehouse. Manager Charles J. Meyers shows 
height of palletized stacks of wall tile. 


CONCRETE PILASTERS provide for future expansion at 
the Kalamazoo division. Pilasters support the warehouse 
roof trusses so concrete bleck can be removed when addi- 
tional wings are added 
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DIVISION INENTORY is maintained at 
each warehouse, and duplicated in the 
Jackson office. Kalamazoo office man- 
ager A. N. Swanson checks his inventory 
to see if enough material is on hand to 
fill an order. 


complex ordering, inventorying, 
billing and delivery system of the 
firm. 

“Several years ago our sales vol- 
ume was increasing rapidly,” says 
general manager M. L. McCreery, 
“but our selling expenses were ris- 
ing faster. We were in a pinch, 
where we couldn't cut our ware- 
housing or delivery costs and still 
provide service and maintain a com 
petitive price structure, After some 
study we decided to centralize as 
much of our administrative work 
as we could in Jackson. 

“Our aim was to relieve our divi- 
sion offices of as much paperwork as 
possible so our men could concen 
trate on sales, warehousing and 
customer services.” 


Centralized billing. By instal! 
ing two combination billing and 
computing machines in the Jackson 
office, Michigan Wholesalers cut its 
billing costs about 25% in eight 
months and the initial investment 
of $6,500 for the machines was 
justified in about a year. 

Besides speeding invoicing, the 
centralized billing system has elim- 
inated three girls, one from each 
division office. One girl was added 
to the Jackson staff. The girls re- 
ceived one day’s instruction in the 
use of the machines; after a little 
practice the two girls now turn out 
about 200 neat, accurate invoices 
daily. 

Here’s how the system works: 
Each evening the division managers 
mail their orders to Jackson; they 
(continued on next page) 
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...best framing joks 
I’ve ever seen!”’ 


says Mr. E. P. Lamberth, Lewis & Lamberth, Dallas 














Southern Pine Association 
P. O. Box 1170—New Orleans, La 


Please send me my Free copy of 
“GRADES & USES FOR 
SOUTHERN PINE DIMENSION.” 

















































“T’'ve been building homes 
in the Dallas area for 20 
years and have consistently 
tried to use only top quality 
materials, including good 
framing lumber. However, 
I was far from being sold 
on the superior advantages 
of S P 1 B Grade-Marked 
Southern Pine until, recent 
ly, one of my suppliers 
talked me into trying. 







“T put up 14 homes out in 
Valwood Park in Dallas and 
used S P I B Grade-Marked 
Southern Pine for the fram 
ing. I was not only satisfied 

I was highly impressed 
Wasted pieces and time con 
suming adjustments and re 
placements were virtually 
eliminated. Workmanship 
was excellent. They were 
the best framing jobs I’ve 
ever seen. That's why I've 
switched to Grade-Marked 


Southern Pine.” 












Always specify 


$P1B GRADE-MARKED 
SOUTHERN PINE 







(Spi nee 


Name 
Add The grade-mark certifies the lumber 
— to be adequately seasoned, uniformly 
manufactured and accurately graded 
City State 
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or 
Little? 


Ix4? 12x12? 
thick nese 
Hobbs 


Name your 
If it's 
Wall has it! 


naine your 


Redwood 


Wholesaler or Man 


Hobbs Wall for 


A sk (_ommission 


your 
Specify the 
hest in Redwood, {rom the 


firm that has served the trade 


for over ninety years. 


HOBBS WALL 
LUMBER CO. 


“a 
GArtield 1.7752 + Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 


A CRA Mill 
Circle No. 78 on Coupon, page 126. 
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CENTRAL INVENTORY in Jackson makes it easy for Robert Staggemeier to learn quickly 


what materials are available in the division warehouses 


usually arrive in the next morning's 
mail. This makes it possible for the 
girls to get the invoices in the mail 
the same day they arrive in Jack 
son 

With the billing machines, the 
girls compute the markup, unit 
price and total amount in one oper 
ation. Salesman’s commissions are 
also computed in the same opera 
tion. Michigan Wholesalers pays its 
eight salesmen a variable commis 
sion based on three different cate 
gories of building materials. All 
this information is entered on a 
standard, five-copy, snapout form. 


Brokerage orders. “On broker 
age orders—or directs—we’'ve elim 
inated a lot of confusion and un 
necessary paperwork,” says Robert 
Stagyvemeier, who is in charge of 
inventory and purchasing, 

“We cut our billing costs about 
50% by using a snapout form for 
typing orders and acknowledge 
ments, all in one operation. All di 
rects are handled by our Jackson 
office. The division yard never sees 
the load. Besides eliminating dupli 
cation, we've been able to speed our 
order filling and our customers have 
learned to depend on us for prompt 
deliveries. 


Inventory management. To pro 
vide an accurate monthly analysis 
of sales and stock on hand, Mich 
igan Wholesalers has set up an in- 
ventory system which is a model of 
efficiency 

Each division office maintains its 
own inventory records. The admin 
istration office at Jackson has a 
duplicate of this inventory, which 
is kept up to date as stocks are 
received or shipped by the branches 
Materials drawn from stock at the 
various divisions are noted on in 
ventory records daily 

At the end of each month Stagge- 


October 


] 


meier mimeographed inventory rec- 
ord sheets to the divisions and its 
a matter of a few hours to check 
what materials are on hand. When 
he receives the inventory records 
at the main office, Staggemeier 
checks them against his main in- 
ventory for discrepancies. Besides 
the inventory file cards, Stagge- 
meier keeps the monthly inventory 
records in three-ring binders in 
Jackson as a further inventory 
record. 

“This rechecking sounds 
lot of work,” Staggemeier 
“but it’s a matter of a few minutes 
a day keeping records straight and 
you always know what’s on hand 
or on order.” 


like a 


says, 


Purchase orders. Hach division 
forwards its purchase requests to 
Staggemeier. On the request, the 
division manager lists the stock he 
has on hand and how much of the 
particular item he’s sold during the 
past 60 days.” 

When the order is forwarded to 
the manufacturer, Staggemeier en 
ters on he divisions inventory card 
the purchase order number, amount 
ordered and the date. When the 
division receives the materials, it 
is entered in the warehouse stock 
list of the specific district 


Handling streamlined. To make 
a profit, a wholesale distributo 
must be able to handle materials 
rapidly and economically. With this 
idea in mind, Michigan Wholesalers 
lean heavily on fork-lift trucks and 
conveyors to minimize manual han 
dling 
To keep its trucks moving, the 
firm uses semi-trailers as much as 
possible. These can be loaded at 
the firms warehouse while the driv 
er is making other deliveries. This 
system also has the added advan 
(continued on page 101) 
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IF YOU'RE NOT USING WEISER LOCKS 
TALK TO THE BUILDER WHO IS! 


The best way to judge any product is to talk to 
3 omeone who presently is using that product 
be Talk to any builder now using Weiser Locks. Ask 
him about the quality, the wide choice of finishe 
(all at the same price), the guarantee. Ask him 
if he has any trouble with Weiser Locks after 


WVPEI SER LOC HS 


WEIS COMPAS  S< JTWH AT I CALIF IRINIA 





Comans Realize a 


D E A L E Ri \PAR A DD a Dream of "The Boss" 


A little more than 10 years ago 
James Hilary Coman wrote similar 
letters to his two older sons, Jim, 
Jr., and Bill, who were still in the 
Navy in the South Pacific. A third 
son, John, was at home in Durham, 
N. C., going to high school. ‘‘The 
boss,” as all three sons affectionate 
ly came to call him, wrote about his 
“everyman’s dream” to have his own 
business in his home town 

Today, 10 vears later, “the boss’ ” 
dream of a family enterprise in the 
Comans’ home town of Durham, 
N. C., is a reality. “The boss,” his 
wife and their three boys at Coman 
Lumber Co. have worked a full day 
every day for the past 10 years to 
insure that. Recently, the Durham 
Morning Herald devoted a special 
section of its paper to the Coman 
Lumber Co., which now employes 
60 people and uses 18 pieces of 
motor equipment out of three plants 


Ontario to Hold 


"OSCAR" of the building industry is presented to Fred Kellogg III (right), secretary of Charles Second Workshop 
C. Kellogg & Sons Co., Utica, N. Y., by David Johnston, manager of United States Plywood 





Corporation's Syracuse, N. Y., branch. Kellogg won the award as “Best Actor in the Lumber The Ontario Retail Lumber Deal 
Industry” for his part in the film, "Profits Preferred,’ which was shown by U. S. Plywood ers’ Association is sponsoring its 
branches recently. With Art Hood editor of American Lumberman, as narrator, the color film second workshop to be held for 
a fol see Dg a ines pune sone met the changing conditions in the building = Owners and top-level management 
ni a tia atti inter ocd of member firms Oct. 29-30-31 and 


Nov. 1, in Toronto, reports secre 
tary R. T. Homewood. Built around 
the theme, “How to Win the Bat 
tle for a Satisfactory Net Profit,” 
the four-day management work 
shop will be moderated by Art 
Hood, editor of American Lumber- 


ALUMINUM = 
HARDWARE [i 


RUST-PROOF . << 28) 


aeaes. {UMBE-RMAN:? 


* 


en ee aa pat 
BRONZE o~ LO G 
or ALUMINUM Grossmans’ Lumber and Building 


Materials Co. yard in Woonsocket, 
ais ibiel a R. 1., was de troyed by fire recently 
Manager Joseph Thomas estimated 
the damage at over $200,000 
Flames engulfed the J. W. Copeland 
Yards, Portland, Ore., recently when 
SASH | fire broke out in the mac nine shop, 
FASTENER " believed to have started from an elec 
trical hort circuit. Damages were 
estimated at $169,000 


AL305) 


John T. Simms, Simms Lumber wvo., 
Mineral Wells, Tex., and Mrs, Simms 
celebrated their golden wedding an 
niversary recently. Host were Mr. 


} ™ and Mrs. John Simms, Jr., and Mr 
\ ie and Mr Dutch Shire 
V4 
Art Post of the Delano Building 
PADLOCK and HARDWARE co. Mate Pha og o., Delano, Calif., has been 


LANCASTER, PENNA. elected first president of a new Hoo 
ORDER FROM YOUR JOBBER Hoo Club 180 established for Kern 
County, with headquarters at Bakers 


















(continued on page 110) 
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Arkansas Soft Pine satin-like interior trim, mouldings, finishing, glued- 
up stair treads, flooring, sheathing, shiplap, boards, dimension. Oak 
Flooring as above; also in unit wood blocks and random width plank, 
each unfinished or finished. Oak Specialties in trim, mouldings, thresh- 


olds, treads, risers and glued-up panels 


for a MIXED CAR ASSORTMENT of 
BRADLEY'S STANDARD OF COMPARISON QUALITY 


WARREN, ARRAN OA 5 


BUILDING Propucts MERCHANDISER Circle No. 36 on Coupon, page 126, 





THE LUMBER MARKET 


Possible Log Scarcity 
Plagues Tacoma Mills 


TACOMA—A log scarcity that 


tional Forest. Nettleton bid $26,659 
for 1,100,000 board feet and Matri- 
otti offered $8,597 for 410,000 
board feet. Both tracts are located 
in the Quilcene working circle 


Seattle Prices Level Off, 
Downward Spiral Halted 


SEATTLE The downward 
trend in the price of boards and di 
mension has stopped for the first 
time in several months and prices 
of other forests products are hold 
ing at levels of a fortnight ago 
The summer appears to have been a 
period of readjustment preparatory 
to another round of construction. 


Wet weather is expected to influ- 
ence the price of dimension. Lots 
of transits are out but they do not 
bring good prices. Plywood 
have improved, Upper items re 
main steady. There is a lack of 
straight car business. 


might assume proportions that 
could threaten the industry’s entire 
fall and winter operations is pla 
guing both loggers and lumbermen 
It has come about through the al 
most continuous logging shutdowns 
that have been necessary all summer 
because of unusual dry spells that 
have created extra hazardous woods 


More than 1,500,000 board feet of 
state-owned timber in Lewis and 
Stevens counties was sold to two 
separate bidders. The Packwood 
Lumber Co., of Packwood, Wash., 
with a bid of $52,000, purchased 
approximately 1,500,000 feet of fir, aaa ar ek 
hemlock, cedar and cottonwood in + Dry a rr Pag gerd - 
conditions. As a_ result, current Lewis county. Marion E. Murbach Sh »yr Rates egos a : but 
supplies are running short and the of Valley, Wash., was high bidder * pi aa a rh = tor Me 2 
immediate outlook is not encourag on 27,000 feet of ponderosa pine, “ focti . " Ced magne «| “ mills 
ing. Additional closures of both fir and larch in Stevens county on a yaad anil ayn tag or yer 
state and private areas was ordered an offer of $436. ty — 7 er ues — —- yon 
this week and there is no forecast Me : ; jut demand 18 Wea ines anc 

. ‘ ‘ ; The Washington Door Co. and spruce are holding spruce 
of relief from the hazard. So far, , , 4 

: the Washington Manufacturing Co. items are in good demand 
no serious fires have been reported vr 1 ; 
: affiliated Tacoma woodworking 
a situation that forestry officials Se ‘ , 
é firms, have suspended operations. 
attribute to the extra precautions “pa 
Officials said the two companies 
that have been exercised 

Nettleton Timber Co.. of Seattle would be liquidated. They blamed 
and Bob Matriotti, of Sequim, were generally rising costs, largely du 
successful bidders for two dracts of to the “increasing remoteness of 
salvage timber in the Olympic Na raw materials,” for the suspension 


sales 


Some 


Inventory of logs in the hands of 
mills and loggers in commercial 
waterways as of September Ist 
shows satisfactory increases despite 
some enclosures due to fire weather 
On Puget Sound supplies were 50 

(continued on page 100) 


Another big-selling cedar product from Giles & Kendall 
for do-it-yourself customers! 


KNOCKDOWN CEDAR CHEST UNITS 


made of genuine “Jennessee aromatic red cedar 


CEDARCOM: A 
CLOSET 
LINING 4a 


Another Giles & 
Kendall favorite 

with the handy 

man. Manufactured 
from the heart of 

red cedar, already 
tongue-and-grooved 
with matched ends, 
available in different 
lengths and widths 
Goes on over exposed 
wall studs, ploster, 
wallboard Free 
8-page illustrated 
guide booklets ready 
for your imprint. Free 


You'll make the 
sales because... 


* customers want additional 
storage space that is moth- 
proof and handsome. 

* this is genuine Tennessee 
aromatic red cedar. 

* customer saves about 
$25.00 per chest. 


* anyone from 12 to 
70 is @ potential 


* stron romotional 
9P customer. 


item to draw new 
customers. 

* across-the-counter 
item, packaged to 
take home. 

* nationally adver- 
tised in Living for 
Young Homemakers. 


* only a screw driver 
is needed. 

* good gift item (esti- 
mated 50% of sales 
ore for gifts). 

* sells steadily the 
year ‘round. 


This 8 @ beeutiful, completely milled ovt ond 
sonded coda: chest trom the heart of genume 
Tennessee aromatic red cedar Carefully 


warranty against moth 
damage available with 
each completed job 


selected tor fine appearance ond sturdiness 
Wt sold % cedar, with 5.ply pone! top that 
will not worp or crock. Each unit is complete 
with oll hardware, push button lock, braves 
ferrules Size 20° « 20° « 47 


Wholesale only —for name of 


& KENDALL COMPANY 


Box ‘'F’’' Huntsville, Alabama 


GILES 
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Sell | Lu-Re-Co Homes Now 
DONLEY VENTILATORS Nationally Advertised 
for GREATER PROFITS | 





Means "é 
MORE VOLUME, (vou Just 


are oe MORE PROFIT Get More 
tiloters for a for all with 


variety of roof 
Capacity twee AUTHORIZED DEALERS 
available 








Builders and architects every 
where specify Donley metal 
louver ventilators. These units 
have achieved national recog 
Half-circle style 
nition for their high quality oc y Ye y P 
-square 
and sturdy construction When inches of free J This is @ reduction of the 
you sell Donley ventilators - assage, ex- om first advertisement appearing in 
a Mm HOUSE BEAUTIFUL BUILDING Mase € aie 
, " . re Conveni 
f MANUAL, HOUSE & GARDEN - 
’ ™ BOOK OF BUILDING, and NEW + More Room 
he complete line will answer M Styli 
HOMES GUIDE + More Styling 


every builder's need , 
eke + More Savings 


+ More Comfort 
you can be sure of customer 


satisfaction and repeat orders 


Donley ventilators are made 
of heavy gauge steel or alu 
minum, all electrically welded 


for strength and durability 


with insect screening fastened . ; 
ore than 1,100 author- DESIGNED BY 


to inside face. Steel units have -HITECTS 
‘4 FAMOUS ARCHITEC 
paint finish. All Quarter - circle ized dealers have increased : 
for use in pairs SUCH AS 
have definite and fixed free with 112-square volume and profit with the BERTRAM A. WEBER 


inches of free 
air ¢ e 1¢ " c 
lr opening orec Lu-Re-Co pre assembled wall FRED AND WILLIAM KECK 
lL. MORGAN YOST 


baked-on 


The Donley line includes sizes panel method of home building 
and types to meet any venti ststanding home 

: Y Now Lu-Re-Co is nationally Beall 
lating need to suit any ar waey TemEnG 
advertised in leading home pub- o can give y 


} 
your busldir 


chitectural style. In addition 


to the types shown, hip ‘ lications. All coupon replies 
roof ventilators, brick vents from each dealer’s area will be 
and foundation ventilators are 
sent to him so he can convert 
available 
them into new home sales. That 
For fast sales greater 
, : means even more volume... 
profits stock the Donley 


line of metal building products more profit 


Lumber dealers wishing to 


Write today for the new 
24-page illustrated cat- 
alog describing the com- Rectangular 
plete line of Donley type available tising by becoming authorized 
metal building products in ten sizes 


benefit from this national adver- 


Lu-Re-Co dealers should write: 











LUMBER DEALERS RESEARCH COUNCIL 


198) D8 
THE DONLEY BROTHERS COMPANY | ,. ‘ 
ssaedtiaciiiie o tiaatend @. dete Ring Bldg. + 18th & M St., N. W.« Washington 6, D. C. 
Circle No. 38 on Coupon, page 126, Circle No. 39 on Coupon, page 126. 
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Christen Wrapped, 


FOR EXTRA 


KHW223, Bonner 50 foot White 
Clad steel tope. individually 
banded ond boxed with colorful 


counter card 


TIE IN WITH NATIONAL 
ADVERTISING TO OVER 
40 MILLION HOMES 


A 2-column, 4-inch news- 
paper mat is included in 
each Christmas carton of 


tape rules 


a weLcome /, Ke 


Leenin 
10 Mee! whitt CLAD ve 
| tives | 
wer see Ly Ba ” 
E Jet 
FOR EVERY MAN 
so ft Gane 
* fuenin wert CLao 
STee. TAPE 
sae 





THE LUFKIN RU 
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COMPANY ©¢ Sagi 
New York Cit 


SALES! 


XW9210, Mezurall and XW9310, 
Super Mezurall, 10 foot White Clad 
tape rules, individually gift banded 
Extra bands avail 
Order 
now, specifying stock number and 


for Christmas. 


able for your present stock 


quantity 


TAPE RULES 
TAPES 


Christmas-packaged tape 
rules and tapes make ideal 
gift suggestions. Display 
them on your housewares, 
gift or wrapping counters as 
well as in the tool depart- 
ment, They're truly attractive 
attention-getters that spark 
sales. 


Crate 


For Extra Profits Sg 
Christmas Wrap 
Ordering 

NO INCREASE 


PRICE! 


Sw, Michigan 


Barrie, Onterle 
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million feet greater than on August 
Ist and were 40 million larger than 
a year ago. Columbia river stocks 
went up 94 million for the month 
In the yearly comparison the gain 
was 119 million. Grays Harbor re 
ported an increase of 17,000 feet 
but a year ago stocks were larger 
by 8% million. Puget Sound cedar 
logs went up 2,000 feet. 

King county’s unincorporated 
area’s dropped $18 000 000 in single 
residence construction in the year 
to Sept. 1 but in other 
gained more than 11 million 


classes 


Southwestern Prices Firm 
Despite Production 


KANSAS CITY, MO. Demand 
for lumber slowed to walk in the 
southwest week during September 
and mills adjusted their operations 
to the pattern of reduced activity. 
Pressure was in evidence on the 
price lists as retailers withdrew 
from the market as home building 
slowed and new starts were held in 
check by the shortage of mortgage 
money 

Mills, however, were not in a po 
sition to cut price and rather than 
meet the competition of a few with 
surplus inventories, the larger 
mills curtailed operations. Output 
this month was the lowest for any 
like period in three years. 

The larger mills have resisted 
the price declines by not following 
them and for prompt delivery or 
ders mills with good assortments 
can get the price that has been on 
the lists for the last six weeks. 

The finish market has been crip- 
pled and prices show a lack of uni 
formity. Some mills sold 4, 6 and 
8-inch finish as low as $130, while 
the average price has been running 
about $135, with no good demand 
manifest. 

Common lumber 
ing firm because mills will not 
shave their prices. On the boards, 
No. 2 in 6-inch size brought $85 
and the &-inch items were about 
$86. The small mills are closing 
and making it difficult for the con- 
centration yards to operate. 

In the dimension market 2 by 4’s 
in 10 and 12-foot lengths sold gen 
erally at $85, and the 14 to 16-foot 
lengths sold at $90. For the 2 by 
6’s the price ranged from $85 to 
$88 and the 2 by 8’s brought $87 
to $88. 


prices are hold 


When answering advertisements please 
mention 


AMERICAN LUMBERMAN 
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tage of making it possible for a 
driver to leave a trailer at a retail 
yard and drop by to pick it up later. 


Ingenious warehouse. “he 
firm’s newest warehouse at Kala- 
mazoo covers 16,000 square feet of 
floor area. Like the firm’s other 
warehouses, it’s located on a spur 
track. This makes it possible to un- 
load a railroad car on one side of 
the warehouse while loading trucks 
on the other 

With possible future expansion 
in mind, the warehouse is designed 
so the roof trusses are supported by 
concrete pilasters. The space be- 
tween the pilasters is closed with 
concrete block. If the firm wants to 
expand the warehouse, the concrete 
block walls can be knocked out and 
a wing added without affecting the 
loadbearing pilasters 


The payoff. “As distributors, 
we're part of a long chain that 
moves materials into the hands of 
the ultimate consumer,” McCreery 
says. “By streamlining our internal 
operations, we cut our costs, pro- 
vided our customers with a max- 
imum of services and still sell on 
a competitive market. 


HVUHNULUAOAUYVONOSRUAASSUVEU AEE GAO EP 


Free Trip to NRLDA Exposition 


Just write us your best example of 
related selling that paid off at the 
cash register. No limit to number of 
entries or number of words. Mail your 
entry today to: Art Hood, American 
Lumberman, 139 North Clark Street, 
Chicago 2, Ill. Prizes include: 


© a round-trip ticket to 
Chicago for the NRLDA 
exposition, Dec. 10-13. 


@ $100 for expenses. 


@a certificate as a “Master 
of Creative Selling.” 


Contest Closes November 1 


BurmpinG Propucts MERCHANDISER 














XW9210, 10 foot Mezurall White 
Clad tape rule. Six in display car 
ton. Your cost $6.00 per carton 


The W9210— 10 foot White 
Clad Mezurall, the W9310 
— 10 foot White Clad Super 
Mezurali, and the HW223— 
50 foot White Clad Banner 
steel tape are all furnished 
— for a limited time — with 
an attractive gift band, and 
are packed in Christmas dis 
play cartons. 
These display cartons 
adiate the Christmas spirit 
a cheery message. Litho 
ed in three colors, red, 


XW9310, 10 foot Super Mezurall 
White Clad tape rule Four in 
display carton. Your cost $6.40 per 


carton 


TAPE RULES 


XHW223, 50 foot Banner W 
Clad steel tape. One in di 
carton. Your cost $3.33 each 


For Extra Profits 
Christmas Wra 
Ordering 


NO 


bw, Michigan 


Barrie, Ontarie 
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BLUMBER PRICES 


The following index is intended merely es « check on buying practices. It is @ compilation 
end average of mill prices et press time and should not be considered as current on the dey 


the magazine is received, The prices should be useful in followin 


market trends and as « 


check on purchases meade epproximetely ten days before receipt of the magazine 


DOUGLAS FIR 
Vertical Grain Fiooring 
iy4 


Fiat Grain Flooring 
y4 
vt 


Drop Siding 
xb vat 


xh (Pat 


Ceiling 
% by 4 
4 
Boards and Shiplap and 2" (Green) 
63.00 
55 .00 
Construction Dimension 
2 “ 16 
204 14 74,00 75.00 
2x6 73.@ 4.00 76.00 
28 74 16.00 74.00 
2x10 /# + .0f 77.00 
Zaid 74.00 74.00 16. 
Standard Dimension 
24 697.00 
2xb 68 00 
duff 123 
2x 10 
Da 49.00 49.0 


Utility Dimension r/! only 


RED CEDAR SHINGLES 


Royals 
No. | 24 4/2 16.76 
No, 2 24 4/2 9.50.10. 
No. 3 24 4/2 5.00 


Perfections 
No, | 6/24 12.25-12.75 
No, 2 5/2" 6.50. 7.00 
No. 3 6/24 3,50. 3.75 
XNKKX 
No, ! / 10.75-11.25 
N yd a § y . 7% 6 75 
N j 16 3.75. 4,00 


WESTERN RED CEDAR 


Prices for red cedar siding In mixed cars, new 
bundling & to 16° are 
Beveled Siding, '/, Inch 
Clear “ar 
"~y j 95.00 95.00 
‘yb ‘ 00.00 100.00 
7.00 9 
1930.00 128. 
Clear Bungalow Siding, % Inch 
8 inch 170.00 165.00 125.00 
10 inch 190.00 185.00 165.00 
12 incl 220.00 215.00 170.00 
Finish, 6 and Btr, $2 of 45 
6 to 16° or roug 
ix 6 
1x10 


tet? 


i; 


Ceiling or Flooring, 8 and Bir 
} to 6° of longer 
8 & Btr Cc 9) 
in} %.00 125.00 100,00 
in4 45.00 145.00 95.00 
Discount on mouldings 6’ to 20° odd lengths 
Series 6 .000— 
Listing under 2.00 st plus 35 per cent 
Listing 2.00 and ove List plus 4 per cent 
Clear Lattice As 1%"'—6' to If 
100 lin, 


102 


WESTERN PINES 
Ponderosa Pine 
5/4 8W 
Selects and 
r 4S 4/4 RW 6/4 RW B/4 Ri 
CBr . 275.00 290.00 
D 235.00 245.00 
ion $25 
No 


5/4 42.00 
6/4 
Commons, $2 or 45 


i 


8 ORL 
x12 RI 
idaho White Pine 
Selects $2 or 45 
1x4 
Chbrr, Ri 2% .00 
D Ri 255.00 
Commons, $2 or 45 


{x!2 


Sugar Pine 
Selects $2 or 4S 
8/4 
CaBtr. RL 320.90 
D RI 275.00 
Shop, $25 
No.3 


5/4 80.00 
6/4 162. 122.00 80.00 


OAK FLOORING 
M2, Wel 


Clear Plain 


Ww 
Re 


Se! Plain 
White 
Red 


#1 Com 
Whit 
Red 


#2 Com 
Plain White 


| Com. & Btr 
Shorts 
1%, 


SOUTHERN PINE 


Vertical Grain Flooring 
BAB 
4 225.00 
Flat Grain Flooring 


4 
lab 


Drop Siding 
«6 2106 
x6 HIN6 


Boards & Shiplap 
1x6 
grade) 130.0 
85.00 
74.0 


No ! Dimension (Dense) 


0 
K) 
1o 
' 


No 2 Dimension 
y 95. 5.0 
0.00 
70.00 aA 
7% 00 00.0 


? 79.00 79 


No. 3 Dimension R/L Only 
2x4 


2x10 


REDWOOD 


Bevel Siding 
yx 4 V.G. Clear All Heart 
x6 Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
. Clear All Heart 
Note: A grade V.G, Redwood 
for '/, % and % in above sizes 


Finish 


O@ecoeee@ 
STARRIRS 
S8BsskPes 


Vv. 
v 
v 
v 
vi 
v 
Vv 
v 
Vv. 


DOODHOOOD 


nN 
we 
oe 
$ 


Siding $5.00 less 


Ix 4 Clear Heart S45 
tx 6 Clear Heart S45 
ix 8 Clear Heart S45 
1x10 Clear Heart S4S 
ixn!2 Clear Heart S4S 


WESTERN HEMLOCK 


Yertical Grain Flooring 
B&Btr 


1x4 150.00 


Fiat Grain Flooring 
'x4 
1x6 


Drop Sidina 
sh 
& iF 


Ceiling 
gud 110.00 
‘x4 115.00 
Boards and Shiplap and 2" (Dry) 
1x6 1x8 
Construction 7400 7600 
Standard A7T™| som 


é 


Construction Dimension 


Standard Dimension 
2x 4 3.00 
100 
c 
ry 7 6 
13.0 3 


Utility Dimension r/! only 


ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


’ 
‘ 


No. | Dimension 


No. 2 Dimension 
? 4 
x 4 12,00 126 72.00 
2x & 10.0 70.00 
«8 OC j 74.00 
x10 15.00 7 75.00 75.00 
2x12 74.00 74.00 74,00 76.00 
Mills are now grading boards No, 2 and 3 com- 
mon, Mills do not grade out No. 3 dimension 
as in fir 
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ORDER NOW- 


Real Profit Makers for 
Christmas Gift Selling 


NMcKINNEY 


Ete Killen 


MAIL BOXES 


DB 695—Colonial Dull Black Iron of , BP 696—Solid Polished Brass, 
6 to a shipping carton . ; lifetime quality 
& 3 to a shipping carton 


K 695—Swedish (Relieved) lron 
6 to a shipping carton 


697—Colonial Dull Black Iron 698—Colonial White with solid 
with solid bright brass trim bright brass trim 
3 to a shipping carton 3 to a shipping carton 


The McKinney Blue Ribbon Line is the complete fine brass boxes mean lifetime durability. They're ideal 
quality line of mail boxes, popular for gift-giving Christmas gifts for new home owners, new brides, and 
: family giving. Show your customers this complete line 

@ heavy gauge materials Here’s quality in a price range for every individual need 


® smart, distinctive design 
Order the complete line of McKinney Mail Boxes 


® beautiful finishes for long life and lasting beauty Now—from your Jobber! Ask about the McKinney Mail 
®@ gift packaged in eye-appealing four-color gift boxes Box Display Board. 


®@ over-all length 15 inches with magazine holder. ; 
A! 


Boxes are 6'2 inches wide by 10 inches high. . 
At. MCKINNEY 


Five handsome boxes for every traditional or contempo 


rary home. Colonial iron boxes are rust resisting. Solid a wore 


burgh 33, Pa 





NEW 


Foamedge Weatherstrip 


A new line of household weatherstrip 
and garage door seals bear the trade 
name of Foamedge. The insulative ma 
terial featured in Foamedge product 
flexible Polyurethane Foam, which j 
formed into flexible tubing. It is vinyl! 
tubing, with a flange trip for tacking 
around windows and door bh oamedye 
garage door seal is a double seal, a 
strip of vinyl, with a Polyurethane 
Foam filled tube on each edge . 
Foamedge eal are tacked 
bottom of overhead garage door 
shut out cold, also to absorb hock 


The Sterling Alderfer Co., Dept. AL, 


4850 Granger Road, Akron 13, Ohio 


Cirele No. 201 on Coupon, page 126 


Fireplace Equipment 


A new line of fireplace equipment 
has been developed by Portland Wil 
liamett« Co., Portland, Ore. Bra , cop 
per and wrought iron mar-resistant 
finishes are available, The line in 
cludes mesh curtain fireplace 
tool sets and log carrie: Complete 
information on Rigid-tex metal and 
the more than 40 standard pattern 
available can be obtained from Rigid 
ized Metals Corp., Dept, AL, 742 Ohio 
St., Buffalo, N. Y 


Cirele Neo. 202 on Coupon, page 126 


creen 


New Tubular Hammer 


Great Nec} saw M 
the addition of an air 
lar to its growing 
balanced hammet 
mer from head t 


104 





RODUCTS 


Neck Tubular is available in two style 

irved and straight claw with 16 ounce 
and 20 ounce head An alr-cushioned, 
nor lip rubb grip aiso permanent 


f 


fused to the hand t 


») absorb shock 

ind permit ease o nandling Great 

Neck Saw Mfgr Ine Dept. AL, 
1 \ 


Yiineo! 


eupon, page 126 


ra 


ont 


Heavy Duty Roller Catch 


\ new streamlined heavy duty roller 
catch 


a ure 


iid to be easy to install and 
mooth opening and closing of 

is announced, It is a universal 
ign and may be used at the top, 
ide or bottom edge of any type and 
ize door, The new Sterling No, 185 
roller catch is durably constructed for 
long life, with solid brass strike and 
edge plate and cadmium plating on all 
teel parts. Available in four popular 
finishe John terling ¢ orp., Dept 
AL, 2345 W. Nelson St., Chicago 18, Ill, 


Cirele No, 204 on Coupon, page 126, 


Prefab Window 


4 4° modular prefabricated window 
is the latest addition of this com 
pany’ unique panel construction, 
which makes it pe ible to enclose a 


Window 


needs no 


nouse in one day, it 1 aid 


ror up like a wall panel, 
dditional structural support 
be used without interruption for the 
manufac 


and may 


entire length of a building 
turer announce Four interchangeabl 
4 or solid panels provide light 
vherever needed, high or low Fabri 
itor Ime Ly pt AL, 132 Water St 
south, Norwalk, Conn 


(irele Neo, 205 on Coupon, page 126 











Give Dad a Shopsmith 


Magna Power Too] Corp. suggests 
its Shopsmith as the ideal Christmas 
gift for the man who yearns for a 
woodworking power tool, This multi- 
purpose power tool, manufacturer 
ays, provides the home craftsman 
with all five essential workshop tools 
a 9” table saw; 15” vertical drill press; 
12” dise sander; horizontal drill, and 
34” lathe. Conversion may be made to 
any one of the five basic tools in a mat- 
ter of seconds, it is said. Magna Power 
Tool ¢ orp., Dept. AL, Menlo Park, 
Calif 


Civele No. 206 on Coupon, page 126 


V¥-Line Hand Tools 


Millers Falls announces an extensive 
new line of hand tools designed to pro 
vide professional quality at popular 
prices. The V-line is being promoted 
through a complete, modern merchan 
dising program built around the eye 
catching No. 303 V-Line merchandising 
unit, which displays a selected assort- 
ment of tools said to represent 75% of 
all hand tool sales. Colorfully finished 
in red, yellow and black, the unit mea- 
sures 60” wide, 19” deep and 26%” 
high, yet its side-panel design makes it 
possible to display over 200 tools. Mil- 
lers Falls Co., Dept AL, Greenfield, 
Mass. 


Circle No, 207 on Coupon, page 126 


E-Z-Glaze Tool 


Slide E-Z-Glaze along window fram 
and hardened tool steel blade rips out 
old putty, manufacturer says. Slide 
tool across glass and end of tool posi- 
tions and embeds glazier’s points cor 

(continued on page 106) 
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LUCAS KNOWS 
THERE'S 

NO PROFIT \2 Great Name in PAINTS 
IN A CAN 

OF PAINT UNTIL 

THE DEALER 

SELLS IT 


THAT'S WHY 

LUCAS 

QUALITY PAINT 

PRODUCTS ARE 

BACKED BY 

SUCH AN 

AGGRESSIVE 
MERCHANDISING CAMPAIGN 


illustrated above is the most remarkable Paint 
Decorating Guide in America today with 3OO large 
color chips and over 100 full color illustrations. Full of 
professional advice on redecorating probiems and 
countiess ideas and suggestions on correct color 
combinations. Just one of many, many merchandising 
aids that help dealers sell more Lucas Quality Paints 


JOHN LUCAS & COMPANY, INC. 
1617 PENNA. BLVD., PHILADELPHIA 3, PA 


Circle No. 42 on Coupon, page 126, 








Write for 
information 


today! 





EASY 
DOES IT! 


WHEN YOU STOCK 


ATLAS 


PACKAGED NAILS 


Here's the easy, up-to-date, profitable way 
of merchandising nails — common, finish- 
ing and box — in self-selling sleeve boxes 


Easy to display nails are stacked like 
wooden matches (not poured) in | and 2 Ib 
boxes take 50%, less space than other 


packaged nails. 
Easy to sell no costly weighing or 
wrapping. 

Easy to inventory — no bulky bins or kegs 


with Atlas pack- 
make it easy 


Easy to profit quickly 
aged nails. Stock up soon 
on yourself! 


Atlas con. 


Fairhaven, Mass. a Henderson, Ky. 
Circle No, 79 on Coupon, page 126. 


isgsisadaese 
Easy to Handle? 


YOU CAN'T BEAT 


TACK 


FAST, EASY APPLICATION SAVES 
TIME, WORK AND MONEY FOR YOU 


Easy to handle. Easy to apply and 
nail. What's more, galvanized 
sheets stay put and hold at the 
nail holes. For best value, buy 
sheets with a Grade- Marked label 
that shows the weight of zinc 
coating. And for longer, stronger 
service, specify 
heavy-coated 

sheets such as 

this... ‘‘Seal of 

Quality” 





ee 


324 Ferry St., Lafayette, Indiana, Dept. AL10 
Circle No. 80 on Coupon, page 126 
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rectly, it is said. Slide tool along frame 
again and second blade is claimed to 
trim and smooth new putty exactly 
right for a professional finish. Jack 
Buelow, Dept. AL, 748 Sandhurst Drive 
St. Paul, Minn 


Circle No. 208 on Coupon, page 126 


Sliding Door Hardware 


A complete line of sliding door hard 
ware for hanging all bypassing and 
pocket doors is announced. According 
to the manufacturer, a single hanger 
now can be used to hang all bypassing 
doors that are from %” to 1%” thick, 
inclusive, The new sliding door hard 
ware is packaged in complete sets for 
either bypassing or pocket doors, sets 
assembled for doors to be mounted in 
openings that are 4’, 5’, 6’ and 8’ wide. 
The de luxe set for bypassing doors 
features an extruded aluminum track 
and the economy set contains a track 
made of rolled steel. McKinney Mfg. 
Co., Dept. AL, 1715 Liverpool St., 
Pittsburgh 33, Penna 


Cirele No. 209 on Coupon, page 126 


Rectangular Louvers 


Louv-r-Pak, Inc., announces alumi 
num and galvanized rectangular louv 
ers, both flush and recess type. A 4” 
return on top louver gives added pro- 
tection. against rain and snow, it is 
said. Louvers are equipped with 8 x 8 
mesh screen wire attached to back. The 
manufacturer also announces a founda- 
tion and eave vent, made of galvanized 
steel and aluminum. Sizes: 16” x 10”, 
16” x 8”, 16” x 4”. Louv-r-Pak, Inc., 
Dept. AL, 3629 E. First St., Fort Worth, 


Tex 
Cirele Ne, 210 on Coupon, page 126 
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Jockey Boy Hitching Post 

A 22-pound, Jockey Boy Hitching 
Post in cast aluminum has been added 
to the manufacturer’s line of decora- 
tive metal products. The 37”-tall fig- 
ure comes hollow and may be filled 
with concrete for more permanent 
lawn installation. The hitching post 
also can be converted to a yard lamp 
by hanging an electic lantern on the 
extended hand of the boy (it comes 
already wired in case the customer de- 
sires to do this). Available unpainted 
or painted. Tennessee Fabricating Co., 
Dept. AL, 1490 Grimes, Memphis, 
Tenn 

Cirele No. 211 on Coupon, page 126 


Pocket Door Hardware 


A new series of pocket door hard- 
ware, said to be the strongest ever de- 
signed, is announced. The new hard- 
ware, No. 2300 series, is built on the 
principle of a truss bridge, having both 
horizontal and vertical steel trusses. 
Completely packaged sets include head- 
er and track, split jamb, horizontal 
trusses, double-wheeled hangers, door 
pulls, guide and stop and all necessary 
nstallation screws. A full range of 
sizes is available for 1%” thick doors. 
Leigh Building Products Div., Air Con- 
trol Products, Inc., Dept. AL, Coopers- 
ville, Mich. 

Cirele Neo 


212 on Coupon, page 126. 
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‘Southwest 
Trademarked PONDEROSA PINE 


Cut From Finest Virgin Forests 


Southwest 


Trademarked PONDEROSA PINE 


Ja-tattielaMidtelalthiclaitlact:| 





‘Southwest 
Trademarked PONDEROSA PINE 


Scientifically dried, stamped and 
end-waxed. 


Finer 
Lumber Yards 
Sell 
Southwest 
Trademarked 
Lumber 


Fast delivery on 
straight or mixed cars. 


Write today for name of 
est re 


your near epresentative 


SOUTHWEST 


LUMBER MILLS, INC. 


General Offices: 
P. ©. Box 908 Phoenix, Arizona 
alae | Flagstaff ~ Elevation 7000 ft 
McNary — Elevation 7300 ft 
ircle No. 43 on Coupon, page 126. 
RoODUCTS MERCHANDISER 


| 





Save space 


Brearilypully 
... with folding doors 


covered in 
GENERAL VINYLI 








GENERAL 


PLASTICS 


@ WIPES CLEAN... . with sudsy cloth! 
@ RESISTS . . . staining and scuffing! 
@ WON'T .. . support combustion ! 


THE GENERAL TIRE &4 RUBBER COMPANY 
Pennsylvania Division * Jeannette, Penna. 


Please send me the names of distributors in my area thot sell folding 


doors made with General viny! 
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Folding Doors by Pullman 


A new combination of materials in 
its line of folding doors is announced by 
Pullman Industries, Detroit, Mich. 
Roll-formed steel] framing is the set- 
ting for the long-wearing, sound-dead- 
ening panel of factory-primed Masonite 
Presdwood. Doors are delivered either : 
ready for the final painting or com- You can create your own modern 
pletely finished. These folding doors chairs from this do-it-yourself kit. The 
provide full width openings and are seat is already contoured, the parts are 
available in all vnined sizes. Pull- complete, but you can create the ac 

: man Industries, Dept. AL, 16372 tual design and assembling with ordi- 
holder and setting tool. The whole kit H — Det Mick nary tools. Or you can use one of four 
comes packaged in a sturdy metal flip ope ve., Detroit, Bch. 


cut-out patterns supplied with the kit 
top box that tucks away in a corner Cirele Ne. 215 on Coupon, page 126 to make a chair. Choose walnut, ma- 
of the tool kit or slips conveniently into 


hogany or maple seat with wrought 

a hip pocket. Phillips Drill Ce., Dept iron legs. Keller Products, Inc., Dept. 

AL, Michigan City, Ind HMI-56-AL, 41 Union St., Manchester, 
Civele Ne. 214 on Coupen, page 126 N 


. B. 
~. Cirele No. 217 on Coupon, page 126 


me 


Grinder-Sander-Honer Tool New Lockset Design 

4 new Sunbeam grinder-sander A new lockset design is announced 
honer tool for the hobbyist or profe by Western Lock Mfg, Co, to meet the 
sional has a powerful motor that dé demand for a more impressive inter- 
velops up to 1/3 hp, to do the many pretation of today’s trend toward 


Hip-Pocket Helper 


A hip-pocket helper for the busy 
builder with the problem of anchoring 
to concrete or stone is announced, The 
new “Kwikit” contains one dozen %” 
and one-half dozen %” § self-drilling 
concrete fasteners, plus a combination 


Create Your Own Chairs 


yy &= 
“ge 
cS 


jobs of sharpening, honing and sanding, 
it is said. It has an adjustable tool rest 
bar over the honer to finish keen edges 
after grinding; the special two-side 4” 
honing stone is turned at 175 rpm by 
a sealed worm gear drive. The 6” dise 
sander give the user another addi 
tional use. Sunbeam Corp., Dept. AL, 
5600 W. Roosevelt Rd., Chicago 50, Ill 
Cirele No, 214 on Coupon, page 126 


budget-priced residential locksets. The 
new design, which features the same 
inverted cone in the knob as the Sun 
ray, is called the Sunray De Luxe 
This new addition to Weslock’s line of 
residential locksets is available in all 
standard finishes. Western Lock Mfg. 
Co., Dept. AL, 211 N. Madison Ave., 
Los Angeles 4, Calif 


Cirele Ne, 216 on Coupen, page 126 
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Ceramic Towel Holder 


A towel holder consisting of a gleam 
ing brass ring suspended from a porce 
lain conch-like plaque is the first prod 
uct in a new line of ceramic bathroom 
fixtures. The moderately priced unit, 
called the Regal Ring, is being manu- 





PONDEROSA PINE — SUGAR PINE 
WHITE FIR 


Trade Merk 
INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


DOUGLAS FIR 


Registered 
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factured in decorator tones of white, construction; 2, stay in place for nail- 
pink, black and gray. A powerful ad- ing; 3, eliminate toe-nailing and notch 
hesive grips the unit to either tile ing; and 4, have multigrip action 
glass, plaster or wood, it is said. The Available in 16 gauge or 20 gauge 
Yale Towne Mfg. Co., Dept. AL, galvanized steel. The Columbus Engi 
Chrysler Bldg., New York 17, N. Y. neering Co., Sub. of Habco Mfg. Co., 
Cirele No, 218 en Coupon, page 126, Dept. AL, Columbus, Nebr 
Circle Ne. 221 on Coupon, page 126 


All Purpose Paint Pan 
New painting aid is the uniquely 
designed Universal paint roller pan, 
which can be hung from painter's belt, 
suspended from a shoulder strap or 
hooked to the rung of a ladder. A 
specially designed adjustable leg ac 12” x 15” and has a capacity of fow 
commodates the pan in any position gallons. Thomas Products Co., Dept 
and can be used as a convenient carry- AL, 8490 Lyndon, Detroit, Mich 
ing handle. A special pocket is pro- Clecle Ne. 882 on Coupon, page 196 
vided for a trim brush. Roller pan is (continued on page 113) 





Invisible Latch 


A unique method of having a storage 
place that is secret and hidden, and yet 
easily and quickly available, is made 
possible with the “invisible latch.” A 
section of a paneled wall may be a door, 
but since no hardware shows, the exist- 
ence of the door remains unknown. A 
push on a certain portion of the panel 
releases the hidden latch and the door 
opens out. Door is latched again mere- 
ly by closing it. The invisible latch 
is of jamb-proof construction, reports 
the manufacturer. Glynn-Johnson Corp., 
Dept. AL, 4436 Ravenswood Ave., Chi- 
cago 40, ill. 

Cirele No. 219 on Coupon, page 126. 


Screen & Storm Latch Set 


J. Chesler & Sons announces its 
new Contemporary No. 1700 screen 
& storm door push-pull latch set. Self- 
adjusting for standard door thick- 
nesses and factory pre-assembled for 
fast installation. Just bore a‘ single 
one-inch hole, manufacturer says. 
Available in polished brass and satin 
aluminum. J. Chesler & Sons, Ince., 
Dept. AL, 41-49 Varick Ave., Brook- 
lyn 37, N. Y. 
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FROM THE WORLD RENOWNED 
OAK FORESTS OF MISSOURI 


4 
QUALITY For sheer consistent quality and beauty plus 


é you Con see ease of laying and finishing, no better flooring 


‘4 cr 
: t-2 
can be found anywhere, OZARK BRAND 
4 «3 OAK FLOORING gives vou that extra PLUS 
“4 } . QUALITY value that builds satisfied customers and 
you can feel brings you profitable repeal orders Milled 
4 





ind graded to the strictest of standards, kiln 


a on dried to perfection One order will convince 
¥ 


you that this is the finest flooring you have 


QUALITY 
that endures ever seen 


Write, wire or call jor quotations Prompt delivery 


Timbergrip Framing Fasteners 


Made in nine different types, Timber 


grip Fasteners are designed to 
strengthen every joint in a building, 
the manufacturer points out. With OZARK 
Timbergrip Fasteners, the nails act in 


shear instead of pull. Timbergrip Fas- Fine Flooring Since 1927 
teners are said to 1, permit one man 
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Set up or knocked down 
instantly. Each set of 2 packed 
in a colorful display box. 12 
sets to a carton. Nationally 
advertised; dealer helps 
free. Order from your 
wholesaler, or direct 
if he cannot 
supply you. 
GRAND HAVEN 
STAMPED PRODUCTS CO. 


Grand Haven, Mich. 
Circle No. 61 on Coupon, page 126 
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® Linoleum Paste 

© Waterproof Cement 
® Asphalt Tile Cement 
® Rubber Tile Cement 
@ Wall Paper Paste 

@ jell Size 

® Patching Plaster 

@ Plaster of Paris 

® Crack Filler 

® Spackling Compound 
® Wood Putty 

® Daisy Brush Cleaner 














and many other Products of Merit 


SOLD THROUGH LEADING WHOLESALERS 
EVERYWHERE 


| 
Consumers Glue Company | 
1515 Hadley St. 
St. Louls 6, Mo. 


| 
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DEALERS 


(begins on page 96) 





field, Grant Marshall, King-Marshall 
Lumber Co., was elected secretary. 
The new club has a membership of 
47 


S. & M. Lumber Co., Big Spring, 
Tex., has moved into a large new store 
and lumberyard, reports R. E. Satter- 
white. In its new location, the firm will 
handle a complete line of building 
materials and hoysehold and yard 
furnishings and is placing special em 
phasis on do-it-yourself items 


Alfred D. Collier, manager of Swan 
Lake Moulding Co., Klamath Falls, 
Ore., retail lumber firm, is looking for 
a Walking Dudley and a three-wheel 
Holt steamer. The former is an early- 
day power winch used in logging; the 
latter is an early version of today’s 
crawler-type tractor used for hauling 
felled logs. Collier wants to add these 
two items to the logging museum at 
Collier State Park, located in central 
Oregon’s ponderosa pine country. In 
cluded in the museum’s growing library 
of items pertaining to the lumber 
business in early days is a copy of the 
50th anniversary issue of American 
Lumberman, published more than 25 
years ago 


John Fowler, manager of Klamath 
Valley Lumber Co., Klamath Falls, 
Ore., is well along on the task of re- 
building his yard. Fire struck the firm’s 
facilities in April, causing an $80,000 
loss. The new yard is built at the for- 
mer location and will have plenty of 
customer parking space. Sheds are 
built as the sides of a long V, with 
display room and panel storage to be 
built across the open end of the V, 
facing the street 


New Trade Emblem Chosen 
By Retail Lumber Group 


A newly designed emblem is now 
in use by members of the Lumber 
Merchants Association of North 
ern California, retail lumber group 
affiliated with the National Retail 
Lumber Dealers Association 


“This insigne identifies each of 
our members as a businessman in 
terested in his business and in his 
community,” said Jack F. Pom 
eroy, executive vice-president of 
the group. “Mats of the emblem are 
available to our members for use 
in all types of advertising and pro 
motion going to customers and sup 
pliers.” 


October 





New 
DOUBLE EDGE 


Hack Saw 


Now ONE hack saw blade 
for cutting all thicknesses 
of metal, Home owners 
and mechanics will really 
go for this new flexible 
blade. 


Individually carded 
blades 














SAVE TIME 
AND MONEY 
WITH 
MATERIALS 
HANDLING 
EQUIPMENT 


Every lumber dealer should read these case his 
tory articles on what other dealers are doing 
to solve their materials handling problems 
Here are ideas you can adopt in your yard 


today 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 
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COMPLETELY NEW? 


Radial Arm 
DRILL PRESS 


WITH 4 H. P. MOTOR — JUST PLUG IT IN 
No other Drill Press... 


so versatile...so easily adjusted ...so complete 





EXCLUSIVE 


li : : 
POSITIVE ADVERTISED * Eventing i Safely / 


ANGLE The Satur 
DRILLING ‘ie SWITCH 


Precision angle 
drilling easily ac- 
complished. Radial 
arm tilts to any 
angle 


HORIZONTAL 
pep JUST LOOK AT THESE FEATURES! 


The DP-24A con- 
verts quickly to a @ Equipped with heavy-duty safety chuck. 
® Precision-ground table adjustment through 360 


horizontal drilling 
position by a sim- @ Extra-heavy cast iron base — sturdy mounting for smooth operation. 


ple adjustment to Get set for a big boost in power tool sales! Home craftsmen are 
the radial arm reading about the Shopmaster DP-24A in the Saturday Evening Post 
American Home, Popular Mechanics and New Homes Guide. Be 
sure your store is their first stop when they go out to buy. Use your 
Shopmaster display material and the generous co-op dealer adver- 
tising program. Capitalize on the powerful promotion of this tool 

and ring up “big ticket” profits 
Get details from your Shopmaster Distributor on the 
EXTRA-LARGE complete line of Shopmaster Drill Presses, Table 
DRILLING Saws, Jig Saws, Jointers and Combination Tools. 


CAPACITY 
Radial arm easily 
positioned to ac- 
commodate drill- 
ing projects involv- INC. 
ing large, hard-to- 


drill objects 1214 South Third Street * Minneapolis 15, Minn 
Dept. 107 
A Subsidiary of Jones & Lamson Machine Company 
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*Connorville e 
Marenisco Marquette 
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lron Mountaik_ © 


Park Falls @ 4 


Laona @ 


White Lake @ 
Wausau @ 
arshfield 
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NORTHERN oe “” Milwaukee 
HARDWOODS 


Ocontoe 


rogaine 
‘ 
Vere 


Northern Woods have been recognized for high quality and dependable periormance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manutactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page tor your requirements in Northern 
Woods 


"tj, W. Wells Lumber Go. . . . « « Menominee, Mich, *+Ahonen Lumber Co, . . «» » » « « (ronwood, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. Northern Hardwoods, Hemlock, White Pine, ce. Planiag Mil) 


Custom kiln drying. U des Hard Mapi d Birch jumb —Modern Dry Kilns. “AAA” brand MFMA tdwood Flooring. 
—— itd a . oo spleens Hardwood and Softwood Pallets. 


“Copeland Lumber Co, . . . . » « « » Ghlcago, Ill, — *Kimberly-Clark of Michigan, Inc. . . Sale Neenah, Wis, 


Mille—-Marquette and Newberry, Michigan Mills at Marenisco, Mich. 
Sales Office —- CHICAGO — 228 N. La Salle St. Northern Hardwoods, White Pine. 
Hardwoods Modern Dry Kilns. Expert Millwork. 
Planing Milis and Dry Kiins. 


*tHoll Hardwood Co, . . . «ee + + «(Otonto, Wis, “Goodman Lumber Company . . . . . Goodman, Wis, 


Maple, Birch, Beech. Oak Flooring. Strip, Assembled Block, Herring- Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
bone, Parquetry types: all types Heavy Duty Flooring. Dimension. Planing Mill, Dry Kilns. Rotary Cut Veneers. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber 6 Veneer Co. of Mich.......... lronwood, Mich. 


Roddis Lbr. & Veneer Co., Ltd. Sault Ste. Marie, Ontario, Can. 
Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod.. Maple, 
Birch, Fig. Hdwd. Ven'r'd Doors. Plywd. Modern Dry Kiln facili . 


tMember Maple Flooring Mirs. Assen. *WMember Northern Hemlock & Hardwood Mirs. Assn. 


——— a —— _ — ee ee — 
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NEW PRODUCTS 


(begins on page 104) 





Adds 5 Colors to Dam-Tite 


Speco, Inc., announces the addition of five colors to its 
line of Dam-Tite silicone base masonry water repellents. 
Formerly available only in clear, Dam-Tite is now fur- 
nished in oxide red, olive gray, oxide green, pastel green 
and tropical red. The new colors are recommended by the 
manufacturer for protecting and improving the appear- 
ance of all masonry surfaces, indoors or out. They are also 
said to be suitable for use on brick, unglazed tile, asbestos 
shingle and over previously applied cement paints. Dam- 
Tite can be applied either by brush, roller or spray. Speco, 
Ine., Dept. AL, 7308 Associate Ave., Cleveland 9, Ohio. 

Cirele Ne. 224 on Coupon, page 126. 


Plastic Storm Windows 


A tack-hammer and 49 cents—that’s all that’s needed 
by the do-it-yourself handyman to install the new clear 
plastic storm window developed by Kordite, it is said. The 
plastic windows have built-in, tear-proof framing edges 
for easy tack-on installation. They may also be used as 
table cloths, boat covers, etc. A seven-window kit con- 
tains a 3’ x 42’ reel of plastic film with built-in framing 
edges, 42’ of extra framing edges and 350 tacks. A one- 
window kit includes one 3’ x 6’ window with built-in fram- 
ing edges, 6’ of extra framing edges and 50 tacks. Kordite 
Co., Dept. AL, Macedon, N. Y. 

Cirele No. 224 on Coupon, page 126. 


Hammer with Neoprene Grip 


Steelmaster, a newly developed all-steel hammer with 
neoprene grip, is announced. The entire head has been 
given a precisely controlled-heat treatment, which results 
in uniform fine-grain structure of steel from face surface 
to claw tips. The chrome-alloy tubular handle is double- 
locked in the hammer head by a double- -tapered eye. Con- 
toured to fit the hand, the neoprene grip is inseparably 
bonded to the handle. To introduce the Steelmaster, Stan- 
ley Tools is offering a leather, hammer holster free when 
the new hammer is purchased from dealers. Stanley Tools, 
Dept. AL, 111 Elm St., New Britain, Conn. 


Cirele No. 225 on Coupon, page 126. 








What's Your Answer? 


(Answers on page 121) 


How can you eliminate pencil work in estimating 
shingle coverage, regardless of shingle size and 
head lap? 

This winter every house in town has four po- 
tential sources of profit for you when you sell 
Sterling Halite melting crystals. What are they? 
How did the Blackstock Lumber Co. in Seattle 
make OHI pay off in added sales? 

What two products are contained in the combi- 
ation Christmas package which the Disston Div. 
of H. K. Porter Co. is giving you the opportunity 
to sell? 

How did John Crabtree of the Crabtree Lumber 
Co., Jacksoaville, Fla., sell $160 worth of Weld- 
wood Paneling on the first try? 

Name five basic tools you will need to produce 
good window displays. 

How can you promote the use of pressure- 
creosoted wood among farmers and ranchers in 
your area and increase your sales? 

By how much must a lumberyard, with a 
$500,000 annual gross, increase its sales in order 
to cover the cost of a stamp plan? 

You can start three-way sales coming your way 
by adding this one line. Name the line and the 
manufacturer which makes this suggestion. 

How did Michigan Wholesalers, Inc., cut its bill- 
ing costs by 25%? 
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MR. RETAILER: reprint this over your own 


name in your local newspaper 


Photo courtesy of the Southern Pine Association 


Vl 


the most 
homes are built of 


Wood lends itself readily to the interesting designs 
of modern architects. Indeed, only wood has the versa 
tility they demand. Ideal combinations of vertical and 
horizontal treatments and full use of texture and color, 
can only be attained with wood, And only with wood, 
the time-tested building material, can these exciting new 
structures be built at moderate cost 


Thanks to modern tree farming, the supply of lum 
ber is inexhaustible. Wood is the only building material 


that renews itself from generation to generation 
* * # 
BER. Lumber is as important to you as butter and eggs are 


to the grocer. Keep your yard well supplied with the aid of 
NATIONAL-AMERICAN LUMBER WHOLESALERS 


your business is built around LUM 


National-American 


WHOLESALE 


Lumber Association 


41 fast 42nd Street, New York 17,6. 7 
111) Yeon Building, Portiend 4, Ore 
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New Equipment 


EP ib aa Hardware 





| 
| 
| Side-Shifter Attachment 
A new side shifter attachment for 

the complete line of stand-up and sit 
down industrial trucks is announced 
A double acting hydraulic cylinder 
provides a full four inch of travel 
either side of the center position. Full 
length bronze wear plates have re 
placed anti-friction bearings to pro 
vide a full length bearing surface and 
add only a fraction of an inch to the 
i . length, reports the manufacture 

OL ee Lamson Mobilift Corp. Dept. AL, 
. Syracuse 1, N. Y 


Cirele No. 228 on Coupon, page 126 





Now... Flex-Omatic Cabinet 
Hardware Merchandising 


Here's a versatile, new program sure to 
increase sales for any hardware store 


It's got eye-catching, modular displays Quick Switch to Panel Design 
compact, self-service trays pre- 5 es 
, A rugged plastics truck cover tha 
printed, color-coded ticket strips. And it will convert open-bed pickup trucks to 
presents them all in just a few feet of space weatherproof panel models in minute 
on your wall, pegboards or NRHA fix | is announced, Designed to fit ¥ , 


2 oO! 4 
' 4 t "KS > , ‘oo . : af t . 

tures, islands or special displays! on trucks, the one-piece cover seal 
’ out rain and dust and is extremely 


You can choose from two to all eight of | resistant to physical shock and tempe1 
Stanley's fast moving styles. Set them up | ature change, it . said . he basic unit 
“= * ; is molded from glass fiber reinforced 
to fit your store’s layout Plaskon polyester resin supplied by 
Barrett Div., Allied Chemical & Dye 
Stanley will provide frames, | Corp. The truck covers are available 
displays, how-to instructions, in a standard model and a more de 
Beeat . ‘ luxe “Roamer, Jr.” version, Glass 
promotional material, Sunset Laminates, Inc., Dept, AL, 1979 Har 
and national advertising. You bor Blvd., Costa Mesa, Calif 
owe it to yourself to investigate Civele Ne, 809 on Compom. pens 396 
this new, excitingly different, 
Flex-Omatic Merchandising 


Program 





Tool Display Fixture 


A new adjustable tool display fix 
ture designed to give full display of 
] 


ed bask tool stock l available The 
ee ee ee | unit is 15° long; comes complete with 
canopy and lighting, perforated steel 
deck and adjustable perforated steel! 
literature shelves, glass dividers, snap-in clips 
Send for free and price : and price tag molding. It can be added 
ste today. Seo how Remimatts - to in multiples of 30” at any time and 
eon serve you! Write Stenley STA N . f VY is available in eight Daley decorato: 
Nardwere, Division of The Stanley colors. Daley Display Fixtures, Dept. 
Works, 120 Leke Street, New AL, 8th Ave. & Edison, Redwood City, 
Britain, Conn. | Calif 


} Cirele No. 230 on Coupon, page 126. 
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Low-Loading Motorcart 


Linden Equipment Corp, announces 
a new importation, an economical low- 
loading one and a half-ton industrial 
truck. It’s the British Oppermore all 
steel, low-loading Motoreart powered 
by a single cylinder, 4-cycle air-cooled 
motor. Operation cost for an eight 
hour day is said to be 1% galions of 
gas. Bodybed is 17” from the ground 
Linden Equipment Corp., Dept. AL, 
1119 S. Robertson Blvd., Los Angeles 
35, Calif. 


Cirele No. 226 on Coupon, page 126 


Safety Wheel Block 


A special heavy duty wheel block, 
which may be equipped with a sign 
post to show whether the block is in 
place during lift truck operations at 
the loading dock, is announced. This 
new type block is a one-piece casting 
of alloy steel with angular pointed 
calks to eliminate slippage and is de 
signed with rounded sections to pre 
vent damage to equipment. It is 
known as Heavy Duty Wheel Block 
#WB-15. Calumet Steel Castings 
Corp., Dept. AL, 1610 Summer §St., 
Hammond, Ind 
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Dry Kiln Instruments 


A complete new series of dry kiln 
instruments designed specifically for 
use in lumber drying operations is an 
nounced, The new series includes both 
Single-Zone and Multi-Zone Temper- 
ature-Humidity Recorder Controllers. 
Single-zone units for small compart 
ment kilns and multi-zone controllers 
for long compartment and progressive 
kilns are available with or without 
dual dry bulbs and duplex wet bulb 
control. Other features include color 
coding of pens, setting indices and 
knobs, control relays. The Foxboro 
Co., Dept. AL, Foxboro, Mass 
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See igaa@ Hardware 


A CIPRO tA PN NRE fe) va 


Neutral gray brackets 
that match any setting 


These sturdy steel supports can be used in the kitchen 
bedroom, game room, laundry, workshop wherever 
additional shelf space is required. They fit into any set 
ting they sell well to homeowners and other do-it 
yourselfers 


No. 796EG is a one-piece No. 794EG folds when 
support, permits full use not in use, Cannot col 


of space between shelves lapse when locked open 


Folders H80 (for 796EG) and H101 (for 794EG) giv 
detailed instructions on selecting correct size and other 
important information. Imprinted if you wish 


Your wholesaler has these 
brackets now. Ask for details. 
Write Stenley Hardwere, 120 
lake &., New Britain, Conn., for 
illustrated folders 


STANLEY 


le 
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For paneling, for doors, 


for all fine woodwork 


choose 


Ponderosa Pine 


one of the dependable woods from 


the Western Pine mills 


Ponderosa Pine is especially well suited 
for paneling, woodwork, windows, doors, 


furniture and other manufactured items. 


It is straight-grained, takes any finish 
beautifully, and comes in 3 select, 5 com- 
mon, 4 dimension, 4 factory grades. It 
can be ordered in straight or mixed cars, 
along with other fine-quality woods from 


the Western Pine mills. 


Get the facts to help you sell Ponpenoss 
Pine Write for Free illustrated 
booklet to Wesrenn Pine Association 
Yeon Bldg. Portland 4, Oregon 


The Western Pines 


and these woods from 


idaho White Pine the Western Pine mills 


| WHITE FIR - INCENSE CEDAR 
Ponderosa Pine | RED CEDAR - DOUGLAS FIR 


; ENGELMANN SPRUCE 
Sugar Pine | LODGEPOLE PINE . LARCH 


are manulactured to high standards of seasoning, grading, measurement 


TODAY'S WESTERN PINE TREE FARMING 
GUARANTEES LUMBER TOMORROW 
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in Proper Home Ventilation 


Loo Maelo StRiES 700 
ROOF LOUVERS 


Made of attractive rustproof, heavy gauge 
aluminum with tab-fold seams for added 
strength and rigidity. 

Improved design leaves three sides open for 
maximum ventilation—guard wall around 
base opening affords far greater weather 
protection than competitive models tested 
under exposure to extreme winds and rains. 
Built-in aluminum 8x8 mesh screens keep 
insects out... prevent clogging from leaves 
and bird nesting . . . tend to break up snow 
and rain... meet FHA requirements. 


Wide mounting flange makes installation 


faster and easier. 
featur 
os Fits any type of roof . . . Gable, Hipped, 


Pitched or Flat—can be used equally well 
for venting attics, or with exhaust fans. 





Cutaway illustrates construction de- 
tail . . . shows base opening with 
guard wall for weather pro- 
tection. 


Get all the facts about these 

new, attractive, durable, low 

cost Lo Man Co Roor Louvers. 
Ask your jobber or dealer, or write 
Louver Manufacturing Co. for com- 
plete information 





SPECIFICATIONS 





Sq. inches 


Model No. Overall Size Including Flanges Free Area 





730 12%” x 17%" x 4” 30 
750 15%" x 21%” x 5” 50 
770 17%" x 23%” x 6” 70 


WORLD'S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


L 0 if ¥ 4 "4 MANUFACTURING 
& SUPPLY COMPANY 
2603 Wooddale Avenue @ Minneapolis, Minn. 
Circle No. 55 on Coupon, page 126. 
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Sales Aids 


Jack-in-the-Box Exhibit 


A new, portable Jack-in-the-Box 
exhibit of Georgia-Pacific plywood 
panelings is designed for use by local 
dealers in home improvement, home 
building and decorating shows and at 
county and state fairs. The sturdy 
display packs into a compact, light- 
weight carrying case and is easily set 
up as a selling exhibit. Dealers and 
distributors can obtain the loan of 
this display of exclusive Georgia- 
Pacific plywood panelings through the 
firm’s Seattle, Chicago and Newark 
warehouses. Georgia-Pacific Corp., 
Dept. AL, Equitable Bank Bldg., 
Portland, Ore. 
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a 
“Pick Me Up and Look" 


An attractive three-color demon 
strating counter display is designed to 
sell StanStrip garage door bettom 
weatherstrip. “Pick me up and look” 
invites prospects to pick up a dem- 
onstrator block, which simulates a 
section of a garage door and look at 
an actual sample of StanStrip nailed 
to the bottom of the block. A picture 
of a garage shows where and how it 
can be installed by the home handy 
man. The Standard Products Co., 
Dept. AL, 510 Henry Clay Blvd., Lex 
ington, Ky 


Cirele No. 245 on Coupon, page 126 


Thor's Christmas Line 


Thor Power Tool Co. has launched 
a strong advertising and sales pro- 
motion campaign in behalf of its 
“Three-Star Christmas Special.” The 
three-tool package, which retails for 
$109.85, consists of the No. 450 Thor 
SpeedSaw, the No. 15TK Thor Speed 
Sander Kit and the No, 25 Thor Speed- 
Drill. Each of the items may be pur- 

(continued on next page) 
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90 Handyman screw drivers 


at a retail top of 79¢ 


Price, package and product invite your customer to buy 
from this merchandiser. Here are 90 Handyman screw 
drivers priced from 25¢ to 79¢. There are 6 each of 15 
drivers and there’s one or more to suit all but the most 
specialized needs. Order yours today. Ask for Stanley 
Handyman screw driver assortment H3000. Your cost is 
$29.20—the display merchandiser is free. 


This pricing and sizing strip is supplied with every H3000 
And you get a postcard to register for a new strip if and 
when retail prices change. Note how the illustration of 
screw heads helps your customer pick the right driver 

an extra service that makes extra sales. The merchandiser 
has legs for counter, island or window display and comes 
with hooks for fixing to peg board. 


Your distributor has H3000 now. 
Give him a call, This combine- 


For complete deteils, write S TA N L E Y 


Stanley Tools, Division of the 
Stanley Works, 120 Elm &., New 
Britain, Conn. 
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Brand 
4458 CREEN 
Rollers 


Concave Face 
2 models, for fibra gloss or metal screens 


Standard 2’ dia, 


For inserting spline into frame ofter 
screening has, been positioned. 
Standard stock sizes are 093, .105, 
125 and .170 width of face 

for fibre gloss roller model, send 
1” section of channel, screen and 
tpline to insure correct size roller 


Convex Face 





Standard 2’ dia. x 
1/16" face 


Primarily used in putting the screen- 
ing into the frame slot. Can be sup- 
plied with 3/32" rounded edge 


Flanged 


Standard stock size is 2” and 
1.5/8" diameters by 9/16" width 
of face 


Special sizes on all above tools can be 
made to order, Send specifications 


HOGGSON & PETTIS MFG. CO. 
BOX 1660, WEW HAVEN, CONN, U.S.A, 
Circle No. 64 on Coupon, page 128. 


Reconditioned FORK LIFTS 























SAVE MONEY! GET 
NEW GUARANTEE 


Good as new! We, as country’s 
best qualified equipment dis- 
tributor, guarantee it! 2,000 to 
15,000 lb. models with solid or 
pneumatic tires; any size; lift- 
ing height. Clark, Towmotor— 
Moto Lift, Ross and Hyster. 


Write for prices, delivery, 
information. 


Mempnts Bouremesr) 
GonsTaveTion awo avromorive \‘ ompany 
7e6 oo. fue oT. : on MPHis, TENNESSEE 
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chased separately, of course. The 
counter display for each of the elec- 
tric power tools consists of an eye- 
catching red, white and green card- 
board Christmas tree on which the 
tool is mounted, Thor Power Tool Co., 
Dept. AL, Aurora, III. 


Circle No. 244 on Coupon, page 126. 





Special Christmas Wrap 


BNT Brand English Gardeners’ 
Tool Sets will be shipped with a new 
Christmas wrap. Merry Christmas 
Band is full four-color; display box is 
sea green and yellow. Two sets are 
available in this put-up. No. 40 con- 
tains a fork and a trowel; No. 41 con- 
tains a cultivator and a trowel. Cat- 
alog pages available on request. John 
H. Graham & Co., Inc., Dept. AL, 105 
Duane St., New York 8, N. Y. 
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Christmas Display Package 


For extra sales this Christmas, the 
Lufkin Rule Co. offers two numbers 
of tape rules and one number of long 
steel tapes with a Christmas wrap and 
packed in attractive, three color dis- 
play cartons. One display carton con- 
tains six 10’ White Clad Mezurall tape 
rules; the second contains four 10’ 
White Clad Super Mezurall tape 
rules; and the third contains one each 
50’ Banner White Clad steel tapes. 
The Christmas wrapped merchandise 
is offered at no increase in price; can 
be readily converted to regular stock 
after Christmas. The Lufkin Rule Co., 
Dept. AL, Saginaw, Mich. 


Cirele No. 256 on Coupon, page 126, 


Stanley's Christmas Unit 


Stanley Tools is offering 19 Stanley 
hand tools and a new “Car-Pack” of 
tools in individual Yuletide dressing. 
To attract shoppers, Stanley is assist- 
ing retailers in their promotion with 
a colorful 30” Christmas tree, sturdy 
enough to hold a number of tools in 
their plastic red or green stockings. 
Also free to dealers who get the X20 
Christmas unit is a giant polyethylene 
stocking which measures 44”, Also 


Oi toher 





available to dealers are free adver- 
tising mats and Christmas envelope 
stuffers. Stanley Tools, Dept. AL, 111 
Elm St., New Britain, Conn. 


Cirele No, 239 on Coupon, page 126. 





Fixture Merchandiser 


A new 4’ x 6’ ceiling fixture mer- 
chandiser is announced by Imperial 
Lighting Products Co. The unit is 
being offered to all wholesale and re- 
tail outlets handling Imperialites on 
a basis whereby the initial cost is paid 
for over a short period of time by 
extra sales of the lighting fixtures 
displayed. For full information, write 
Imperial Lighting Products Co., Dept. 
AL, Loyalhanna Park, Latrobe, Penna. 


Cirele No, 247 on Coupon, page 126 
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Rope Counter Display 


Counter coils of New Bedford manila 
rope on handy reels are now being 
packed in ready-to-use display units. 
These units are completely set up and 
filled with reels of rope. They are 
shipped in sturdy corrugated contain- 
ers. Purpose of this display unit is 
to sell rope in reel units—or in multi- 
ples of reel units for longer continuous 
lengths. Each display holds seven 100’ 
coils of 4” rope, or six 50’ coils of 
%” rope, or four 50’ coils of 4%” rope. 
New Bedford Cordage Co., Dept. AL, 
New Bedford, Mass. 


Circle Neo. 258 on Coupon, page 126. 


Tool in a Folding Box 


To help sell Hi-Speed Installers for 
use with Molly screw anchors, the 
Molly Corp. is packaging the new tool 
one to a folding box, which opens into 
an eye-catching display. The sturdy, 
metal-edge box is printed bright 
orange and black and is scored for 
easy setup. Measuring about 6” 
square, the “silent salesman” requires 
little counter space. As a further 
sales aid, a supply of Hi-Speed In- 
staller leaflets is packed in every box 
Molly Corp., Dept. AL, Reading, 
Penna. 

Cirele No. 240 on Coupon, page 126 
(continued on page 121) 


1956, AMERICAN ILUMBERMAN AND 





a 


= FOR THE BIRDS 


= 





wa ty 


| ELIMINATES CHIPPING, las 
Boe) ROUGHENING ond CURING. |o® 
o] MAY BE APPLIED THIN AS \ 
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INCREASE YOUR SALES-DOLLAR VOLUM 
INSTANTLY with LATEX CONCRETE TOPPING 
and REPAIR — WATERPROOF. Use In or 
Outdoors — Will Not Chip, Crumble or Powder — | 





Camp's LATEX 
CONCRETE REPAIR® 


New ‘'Fix-it-Yourself"’ 
Kit for Homeowners 
A Terrific Seller! 


@ Enables anyone to repair own 
brick, stone, masonry, etc., 
such as broken step edges, 
cracks in walks, walls, drive 
ways, silos, curbing, smooth 
ing rough surfaces, etc., quick 
ly and easily. No waste. 


One kit is sufficient to patch 
25 to 50 small holes or from 
100 to 300 lineal feet of small 
cracks. 


Complete 14 Ib. kit includes 
special cementatory material, 
1 qt. rubber latex and work 
ing trowel 


RETAIL PRICE $4.95 


LIBERAL 
DEALER 
DISCOUNT 





Over 2! Years of « 


Continuous Service 


The CAMP COMPANY Inc., Dept. AL 


Camp's LATEX 
CONCRETE TOPPING” 


Saves Contractors Hundreds 
of Dollars in Concrete 
Replacement and Repairs 


@ Rough, Pitted, Trowel-Marked, 
Uneven or Broken Concrete 
and Masonry can be made 
smooth with a thin coat of 
LATEX CONCRETE TOPPING— 
INDOORS OR OUT—the on 
swer to those “frozen” or 
“rain-pitted” concrete sur 

faces! 


Easy to work—easy to apply. 





Packed in drum, wt. 52 Ibs., includ 
ing 40 ibs. of powder, | goal. can of 
Latex Mixer. One 

unit willcover 

app. 100 sq. ft 

1/16°" thick 


RETAIL PRICE 4 

$10.00 ~ i . 
 comcneTi 10778, 
LIBERAL / 


DEALER : 
DISCOUNT a 


*Materiale are the 
same REPAIR ts 


over 400 sup 
ply dealers 














6958 South State Street, Chicago 21, Ill 
Phones: TRiangle 4-4770-1-2 
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USE 


SPOTNAILERS 


to step up 
LU-RE-CO PROFITS 


The application of insulating sheathing or plywood 
to LU-RE-CO panels and for the fabrication of glued 
and nailed trusses are being tremendously speeded 
up with use of Spotnailers. These portable auto- 
matic nailing machines drive long, heavy gauge 
staples with holding power often exceeding that of 
6D nails. Either mallet or air drive Spotnailers are 


profitable for these operations. 


Have your local Spotnail man show how you can 
more than double the output of each man, 


. 


SPOINAILS, inc 


EVANSTON 7, ILLINOIS 


Circle No. 57 on Coupon, page 126. 


























2 a hitiadl ie 
pl cusToMERS 
P\\) 








7 
f BEECH © PECAN \ 
.¥ Hardwood Flooring J 


~~ End-Matched 


IT SELLS ~ a OO 


on QUALITY! 


Choice timber, carefully manufactured and graded into 
first-quality flooring, gives you a flooring line in Mt. Vernon 
brand that is hard to beat. For yeors it hos performed 
with no deterioration or loss of beauvty—in 
any of three species. This reputation for quolity will stand 
you in good stead, with customers ond sales. Ask about 
NOFMA-certified Mt. Vernon brand flooring today. 


Also BAND SAWN HARDWOODS. Write or coll— 


dependably 





MOBILE RIVER SAW MILL CO., INC 


Mt. Vernon, Alaborma 





Circle No. 58 on Coupon, page 126. 







made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 

extra wear... 
® beaut 





Look for the 
EASY-CHANGE trademark 
branded on the edge 











, Z 
> 
\[!) e*for further particulars ask your 
TRADE MARK REG Sash and Door Distributor or write - 


THE COMBINATION DOOR CO 


FOND DU LAC WISCONSIN 
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CHAIN DOOR GUARD 


Neat design. Narrow (%") 
chain holder fits modern 
trim. Case hardened steel chain. 
Extruded Brass and extruded Aluminum 
in standard finishes. 


MERCHANDISER D483 


Colorful counter salesman gets 
impulse sales. Holds six self-selling 
Chain Door Guard bubble cards. 
Available in Brass (D483), or 
Aluminum (D4834A). 












Bright red cards 
feature new IVES 
No. 483 Chain Door 
Guard in transparent 
plastic bubble. Sells itself! 






YOU DISPLAY ‘EM THEY'LL 
SELL THEMSELVES! 


THE H. B. IVES CO. Coneecncut 








October 1, 1956, 
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HARGIRAVE 


THE MOST COMPLETE LINE 


sir oi 


Individually Power-Tested 








wry sr | 












iz | 
WRITE FOR FREE CATALOG 


sy 
Ciamp for every purpose, openings from % 
vonyn Bd from Va'’ to 16°, also Chisels, Punches, Masonry 
Drills, Gasket Cutters, Broce Wrenches, File Cleaners, etc 
There is an Industrial Distributor Stock Near You 


THE CINCINNATI TOOL COMPANY 


2004 Waverly Ave., Cincinnati 12, Ohio 


‘to 12 
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Wall Tile Color Chart 


A new four-page color chart including complete specifica- 
tions for Matico Deluxe, and Super deluxe plastic wall tile 
is now available. The folder is designed to be given to the 
customer to take home, so she can select the colors that 
will blend with her existing room decor. The chart illus- 
trates the 11 colors of Matico Deluxe plastic wall tile, plus 
6 special high style colors available in Super deluxe plas- 
tic wall tile. Copies may be obtained by writing to Box 
986, Mastic Tile Corporation of America, Dept. AL, New- 
burgh, N. Y. 


Circle No. 242 on Coupon, page 126 


House with the Built-in Sale 

A full-color movie, “The House with the Built-in Sale,” 
is announced as the newest Republic Steel Kitchens “sales- 
man.” It depicts the housewife as a universally “tough” 
customer when she buys a home, the most important pur- 
chase of her life. But she can’t resist an outstanding 
kitchen, the one room which is furnished and decorated for 
her. The new 23-minute film outlines Republic’s national 
advertising program, designed to pre-sell the housewife on 
the desirability of Republic Steel Kitchens. Republic Steel 
Corp., Dept. AL, Canton, Ohio. 


Cirele No. 243 on Coupon, page 126, 


Vistaweave Merchandiser 


The new Vistaweave Merchandiser measures 20” x 28” 
and contains in all 45 actual samples, which represent 266 
different possible combinations of pattern and color. The 
new merchandising unit provides a complete custom-made 
woven wood department in only 20” of space. Complete 
details on how to obtain the merchandiser may be obtained 
by writing Abbott-Miller, Inc., Div. of Superior Shade Co., 
Dept. AL, 510 West 126th St., New York 27, N. Y. 


Cirele No. 244 on Coupon, page 126, 








What's Your Answer 
(Questions on page 113) 

1. By making use of a chart which simplifies 
shingle estimating. See page 72. 

2. Halite melts hard-packed snow and ice from 1, 
driveways; 2, walks; 3, steps; and 4, every cus- 
tomer needs a bag of Halite in the car to give 
instant traction on snow and ice, as explained 
in the ad on page 43. 

3. A cooperative advertising venture with six con- 
tractor customers tapped new business, as ex- 
plained in article on page 52. 

4. A hand saw and a steel tape rule. See ad on 
page 3. 

5. By 1, showing a woman customer large samples 
on the Weldwood display; and 2, suggesting an 
“accent wall” for her fireplace, as explained in 
ad on page 33. 

6. Tools include saber saw; {ix saw, if you don’t 
have a saber saw; stapling gun, hammer, screw- 
drivers, hand saw, pliers, measuring tape; paint 
brushes and roller; scissors, mat knife and 
square. See photo on page 47. 

7. United States Steel Corporation has developed a 
merchandising portfolio, Fill in and mail the 
coupon on page 29 so that a treater may contact 
you about this merchandising program. 

8 A lumberyard with a $500,000 annual gross 
needs an additional $10,000 gross before net 
profit would increase enough to cover the cost of 
a stamp plan, as explained in the article on 
page 54. 

9. Nevamar, a prefinished surfacing material, pro- 
duced by The National Plastic Products Co. See 
ad on pare 20. 

10. By installing two combination billing and com- 
puting machines in its Jackson office, Michigan 
Wholesalers cut its billing costs 25% in eight 
months. See article on page 92. 
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(ACME) puaume 


BY-PASSING DOOR HARDWARE 


“We ah... 
FASTEST TURNOVER 
with half the inventory'' 




























We've reduced stock — increased 
profits—with ACME DUALINE 
Interchangeable Hangers for both 
%” and 1%” By-Passing Doors 


These quality features in the 
NEW ACME DUAL PURPOSE 
HARDWARE mean cleaner profits 
for us and customer satisfac 
tion 


SOLID ALUMINUM TRACK ~ jump 
Proof, Rust-Proof. Provides extra 
quiet, fingertip operation 

NYLON WHEELS — Permanently tubri 
cated for silent, efficient, lifetime 
service 








T senags LOW HEADROOM.Only 1\4 required 
" { between door and header 
16 ACNE) 
* ° ADJUSTABLE SIDE MOUNT HANGERS 
pa nd ey Made of zinc lusteron plated steel 
Slotted for easy, accurate adjust 
0008 108 % 
ment 
ett aialion 
“ALL-IN-ONE” No. 110 Adjustable 
Nylon Fioor Guide included with 
nace each set 
(ACM) | | 
ashen aes Get full details from your 
on ae jobber. Ask him about 
e008 ron 1% » 
(mbt Latin Sales Displays, or write... 








ACME APPLIANCE MANUFACTURING CO 


Telthi oes oa. N AVt PASADENA Atif 


C 1994 heme howiience Manutenturiag Co 
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Gravity Conveyors. Bulletin U1, a 


complete facts-file on Farquhar grav 
ities, is made up in three sections. 
First section covers the Farquhar 
: “Roll-Free” Wheel Type Gravity Con- 


veyors and includes construction fea- 
tures and complete specifications. The 
second section includes basic informa- 





Technical Data Latest trends in lift truek design 4 7 M 
are shown in a new 12-page brochure tion of Farquhar “Roll-Free” Roller 
Insulation. A new booklet, “Thermal of industrial lift trucks manufactured Type Gravity Conveyors. Final sec- 
Test Coefficients of Aluminum Insula- by Hyster Co, Liberally illustrated no gives complete facts on the 
tion for Buildings,” published by the and printed in two colors, the booklet urves and Accessories available for 
American Society of Heating & Air is designed for quick reference of 25 setting Up & conveying system. A. B. 
Conditioning Engineers, fully dis different Hyster industrial truck mod Farquhar Div., I he Oliver Corp., 
usses the how and why of aluminum els ranging in capacity from 1,000 to Dept. AL, 102 N. Duke St., York, 
insulates, even under extreme condi 30,000 pounds. The booklet also illus- Penna. le No. 253 ‘ 12¢ 
tions, A free copy of the booklet may trates several popular lift truck at 3 94 aria teety <-octaalienas 
be obtained by writing Infra Insula tachments, Hyster Co., Dept. AL, “Fabrication Methods & Parts Man- 
tion, Ine., Dept U 7-AL, 625 Broad 2902 N. E. Clackamas St., Portland 8, ual” fully describes L. S. Wilson Mfg. 
way, New York, Y Ore, Co.’s rolled and extruded aluminum 
Civele No, 251 Ba oupon, page 126 Cirele No. 252 on Coupon, page 126, sections for screens and storm sash 


ones for all types of windows. Printed in 
a two sections and just off the presses, 
the manual may be obtained free of 
charge by writing L. S. Wilson Mfg. 
Co., Dept. AL, 7421 S. Loomis, Chi- 
cago 36, Ill. 
Circle No, 254 on Coupon, page 126. 


Plastic Pipe. A new bulletin, No. 
CE-57, on its flexible polyethylene 
plastic pipe has just been issued by 
the manufacturer. Contains full de- 
tails about the general and technical 
uses of the product, full listing of the 
| items in the line and prices, flow 
|| charts and installation instructions. 
Supplex Co., Dept. AL, Garwood, N. J. 


Cirele Ne. 255 on Coupon, page 126. 





HIGHER ROPE PROFITS | 

with LESS Investment | 
LESS Space 

“How to Build Wood Fences,” latest 


LESS Labor 
; y in a series of lumber merchandising 
Th ROPE RETAILER be 2 ‘ ee | aids published by NLMA, is ready for 
. | lumber industry distribution to fenc- 
e Display Stand at | ing prospects. The two-color brochure- 
NO CHARGE ta de - a wartaty 
. h ith Initial Order! type booklet shows a variety of wood 
wit Famous WATERBURY with Initial Order | fence ny RE og — with sug- 
restions for the best and most appro- 
te ” ° . 
Blue Marker” Manila Rope 





Consumer Data 
















priate uses of each type. Considerable 


emphasis is placed on how-to draw- 

Attractively displays the six sizes which | ings and gonemeneton tips. “7 
Hae Ve", Hg” " Yt ” ” Lumber Manufacturers Assn., Dept. 
some WO", Ts", OMe HB", B | AL, 1319 Eighteenth St.,N. W., Wash- 





ington 6, D. C. 
Cirele No. 256 on Coupon, page 126 


x O M PA mp E ' Woodworking Projects. suns ve 
em of the most popular do-it-yourse 
$102.77 vs $166.19 tes cg od cy ponanes Pay 
: ' produced by Rogers Isinglass Glue 
WATERBURY ROPE RETAILER COIL ROPE Co, over the past 10 years, have now 
. een made up In 100s8e-iea anué 
* ONLY $102.77 now for complete * 14 coils of rope in form with a cover and are being 
initial order... gives you $49 profit these six sizes offered to home workshop enthusiasts. 


BBIIRY' per square foot of floor space costs you $166.19 Each woodworking plan is blue- 
aD (based on 2/2 times turnover per now. printed on a self-contained sheet for 



















ERB 7 ; ; . 
year). + Veal quick, simple consultation. Instruc- 

ae * ONLY 3'% sauare feet of floor space a ta er tions are mapped out in carefully 
a = measured, step-by-step detail. Rogers 


needed for this modern rope occupy approx. taps ah ~ Regge 
merchandiser. 14 sq. ft. of space. a — > 


Circle No. 257 on Coupon, page 126. 


ONLY THE WATERBURY ROPE RETAILER Fire Risk Detector for office use. 


gives you ready-to-sell packaged manila rope Known as the Risk Detector, a new de- 
and cut lengths on patented continuous ce vice enables businessmen to evaluate 
within two to five minutes the degree 


ELIMINATES COIL ROPE! of fire protection their records are re- 


Ask Your 
Wholesaler 
About the 
WATERBURY 
ROPE RETAILER 
or Write Direct for 


Nearest Distributor ceiving. The detector asks 12 bz asic 
SELLS MORE ROPE! que stions requiring a simple “yes” 
“no” “don’t know” answer. Answer- 





| ing the enetieu, it gives a visual pic- 
WATERBURY COMPANY INC Q | ture of fire risks. The Fire Detector 
, . ROPE ma | may be obtained free of charge. Mos- 
8) | ler Safe C ereny, Dept. AL, 320 Fifth 

6 | Ave., New York 1, N. Y. 


Circle Ne, 258 on Coupon, page 126 


88 Wallabout Street, Brooklyn 11, N. Y. 


] 22 Circle No. 63 on Coupon, page 126. October 1, 1956, AMERICAN LUMBERMAN AND 


} 
; 
H 
i 
4 








INCREASE YOUR PROFITS 
SELL OR RENT 


WHEN YOU SELL INSULATION 
BUILDING PAPER, SCREENS, ETC 


HANSEN 
TACKER 


WHEN you sel! insulation, building 
paper, screens, etc. be sure you sell 
or rent o HANSEN one-hand TACKER 


A ond HANSEN Staples in the Blue Box 
‘ Once you de, you stort the sales 
» boll rolling your customers will 
\ come back for more Staples in the 
Biue Box, and this in turn will re- 


mind them te buy more insulation, 

building paper, screens, etc 

36 MODELS — 80 STAPLE SIZES 
HANSEN mokes Tackers in 36 

Modeis and Stapies in eighty sizes— 

but you need carry only two or three 

models and twe or three staple sizes 





Easy gripping action—smoeth op 
eration — dependable performance — 
make ao hit with your customers 
Hansen is easy to service. Chan 
nel cleaner and Take-vp jow 
make it easy to do on-the-job 
servicing. WRITE FOR FULL DE 
TAILS 


5036 RAVENSWOOD AVE 
CHICAGO-40- ILL 
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r McCloud Lumber Co. | j 


Executive Office e. 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 














Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 





WESTERN 
SOFTWOODS 


PONDEROSA PINE 
SUGAR (Genuine White PINE 
DOUGLAS FIR. WHITE FIR 
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SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 





modities 
No. 11 elevates to 7 ft 
Dept. U-10 


STANDARD CONVEYOR CO 
General Offices 
Nerth $1. Paul, Minnesota 
Sales and Service in 
Principal Cities 








inten 


6 ins. Write for HANDIBELT 





This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
flooring, lath, cement 
for loading materials into car or truck 


to proper height 
Iwo types 
6 ins; No. 16 elevates to 10 ft 
Bulletin No, AL, 





JRAVITY & POWER 


CONVEYORS 





Circle No. 65 on Coupon, page 126, 


Rod Devil, 





p17 - 11a” - Putty Chisel 








PAINTERS’ AND GLAZIERS’ 
QUALITY CUTLERY 
























Pl SERIES 

Putty Knives and 
Wall Scrapers 
Cocobola handles— 
Choice of stiff or 
flexible blade 


P23 SERIES 

Putty Knives and 

Wall Scrapers—Full 
tang blade—Tenite 
handle 


P2 SERIES 

Wall Scrapers— 

Oversize handles 
Highest quality 


obtainable 


The most complete 
line of painters’ and 
glaziers’ cutlery 


* 
rroouct of NRed Dewil Tools. vo» 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 


1 Time -—25¢ per word for each insertion, 

Minimum charge of $1.25 per line. 
3 Times 2c per word tor each consecutive 
insertion. Minimum charge of $1.00 
per line 


Add $1.50 per insertion tor blind ads bearing 
box number 
No agency cash discount 
allowed. 


commission or 


All ads for classified section must be in Pub 
lisher’s office 14 days preceding date of publi- 
cation, Advertisements are set in uniform 6 
point style. No cuts or special borders 
allowed 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specitied or used, regular line rate is charged 
When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC 
199 N. Clark St., Chicago 2, Ili 





HELP WANTED 





DETAILER AND BILLER 


Florida Special Millwork Company wishes to 
employ experienced Draltsman who can make 
details and bill into Mill, None but competent, 
sober man need apply. Address Box R-27 
American Lumberman, Inc. 


WANTED-Retail Lumber Yard Manager tor 

Central Oregon County Seat Town, approxi 

mately 4000 population. Applicant musi be ex 

ye and have clear record. Address Box 
26 American Lumberman, Inc. 


THERE 1S A JOB WAITING 
FOR YOU IN SOUTH FLORIDA 


if you are an experienced lumber yard 
manager, Due to the tremendous 
growth of this area our Company is 
expanding, This creates a need tor 
experienced managers. Ht you desire 
the opportunity to work tor a well 
established lirm and enjoy the benetits 
of living in South Florida please write 
in complete detail as to your personal 
background. Enclose a resume of your 
past experience along with a recent 
photograph and mail to Box No, P-62 
American Lumberman, Inc, 


Calitornia Lumber Manutacturer 75 million feet 
plus production desires exclusive salesman for 
Milwaukee, Racine, Kenosha counties in Wis 
consin and Cook, DuPage, Kane and Kendall 
counties in Illinois, Salary and expenses plus 
opportunity for profit share, pension program 
group imaurance, available. Can arrange tor 
auto, Please give tull particulars, All answers 
contidential Write Box R-32 American Lumber 
man, Ine 


WANTED--SALESMAN 


Wholesale lumber and building supplies in 
Northwestern Indiana, Must know our prod 
ucts and be a go-getier. Party accepted for 
position will have unlimited opportunities fo: 
lifetime job, but must undergo a thorough in 
vestigation as to ability. Strictly a guaranteed 
salary plus commission. Address Box R-33 
American Lumberman, Inc 


Well known national wholesaler desires Ex 
perienced Wholesale Lumber Salesman to cal! 
upon established carload customers. West 
Coast and Inland Forest Products. Cincinnati, 
Ohie, and Kentucky cities, Address Box R-4! 
American Lumberman, Inc. 
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HELP WANTED 





MANAGER 
for 
RETAIL LUMBER & BLDG. MATERIALS YARDS 


One of the country’s most aggressive retail 
lumber and “‘direct-to-you’’ building materials 
organizati . in busi more than 30 years. 
and operating 3 yards, requires a thoroughly 
experienced man to take full charge of its re 
tail operations. Man selected must have good 
background in the retail promotion of lumber. 
millwork, plumbing supplies, roofing, hard- 
ware and associated items. Must be able to 

full resp bility for purchasing, must 
be able to supervise store personnel, and 
know how to create general, as well as sea- 
sonal plans, for sales promotion and adver 
tising. 








The work is challenging, interesting. diversi 
fied, Salary is liberal with excellent opportu- 
nities for advancement. Write, giving full 
particulars as to previous experience and state 
references, Please do not apply unless you 
feel that you can meet the qualifications out 
lined. Applicants found acceptable will be 
interviewed at our expense. Address Stanley 
B. Rose, Vice President, Rose Brothers Com 
pany: 1400 Harrison Avenue, Cincinnati 14, 
hio. 





SITUATIONS WANTED 





Midwest Retail Manager, age 37, desires 
change to West, Southwest or South. 20 years 
experience one employer, 10 years manage- 
ment experience all phases wholesale and re- 
tail operation over $500,000. Honest, intelligent. 
industrious, friendly, reasonable and respon 
sible. Knows how to make a profit. Can han 
die m g t, purchasing, selling, con- 
struction and organization. Can act indepen 
dently or under direction. Want opportunity. 
Address Box R-34 American Lumberman, Inc. 





Retail Sales and Advertising Manager. 14 
years experience lumber industry. Experienced 
in sales training-personnel management—all 
mediums of advertising and promotions—archi- 
tectural drafting-estimating-V.A. and 
financing. Willing to relocate. Address Box 
R-35 American Lumberman, Inc. 


BOOKKEEPER 


Preter distribution yard, wholesale or some 
manutacturing. Consider any vacancy. Familiar 
lumber terms. Been self employed for some 
time. Desire otherwise. Middle age. Address 
Box R-21 American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





COMMISSION SALES REPRESENTATIVES 
WANTED 


for a few choice protected territories to cover 
lumber, building material and hardware trade 
for old established door lock manufacturer. 
Mention territory covered and lines carried. 
Address Box R-24 American Lumberman, Inc, 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K, PRANK 


480 Lexington Ave., New York 17, N. Y. 
4"\ Park Bidg., Pitteburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 


STEEL RAILS 
16z¢, 20%, 25%. WH. ISH. 40% and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 


SALES REPRESENTATIVES 
AVAILABLE 





Manulacturers representative company of 
three experienced men, two and half years in 
business desire an additional volume line for 
lumber and building supply dealers in the 
State of Indiana a Louisville, Kentucky. 


Reply to: D. D. Dawson &6 Company 
500 Board of Trade Building 
Indianapolis 4. Indiana 


Manufacturer's Representative Available 

An established and aggressive sales organiza- 
tion is seeking additional lines. We offer 
unique representation in New York Area. Our 
selling ‘Know-How’ and more than 800 dealer 
accounts can be yours. Interested only in major 
lines for rated manufacturers. Please write 
fully. Information confidential. Address Box 
R29 American Lumberman, Inc. 





BUSINESS OPPORTUNITIES 





LUMBER MILL—CABINET SHOP 


Builders’ Supplies, completely equipped mill, 
2 acres, manufactures doors, windows, 1955 
sales $173,717, unlimited opportunity, Northeast 
Ohio, price $55,000 with property. 


APPLE CO. BROKERS, CLEVELAND 15, OHIO 


LUMBER-BUILDERS’ SUPPLY 


Good sales volume, general coatractors, Pre 
fab Houses and Porta-built cabinets :ranchises, 
Pennsylvania town, with property $55,000. 


APPLE CO. BROKERS, CLEVELAND 15, OHIO 


WHOLESALE OPPORTUNITY 


Established operating remanufacturing com- 
pany located in the Lodgepole Pine Belt on an 
East-West Main Line Railroad. Yard capable 
of five million foot inventory. Loading capac- 
ity two cars inside, four cars outside. Equip- 
ment as follows: Newman 512 Planer, Double 
End Trimmer, Two Pineapple Feed Tables. 
Fay & Egan Matcher-Moulder, Turner Resaw. 
Blower System, Standard Dry Kiln (Capacity 
85M’), RC 150 Hyster, XA 60 Hyster, 1953 
Dodge Truck, 1954 Chevrolet Pickup, Knife 
Grinding Equipment, Extra Heads and Knives 
for Planer and Matcher-Moulder, Extra Resaw 
Blades, 400 Feet Speedskid Conveyor. Large 
amount of Drying Sticks. approximately one 
million feet in inventory. Lodgepole Pine, Pon- 
derosa Pine, and Spruce Contracts availabl 
if desired. Milling in Transit Privileges. Com- 
plete rest room and office facilities. Office 
equipment. Owner willing to retain minority 
interest and act as sales outlet if desired. 
Write Box R-40 American Lumberman, Inc. 








BUSINESSES FOR SALE 





For Sale: Lumber Yard in Elliott, Bestpemery 
County, lowa. Good farming community. Ide 
location for independent tor. Comp 
tively small investment will handle, No in- 
ventory to purchase. Address Green Bay Lum- 
ber Company. Des Moines, lowa. 





FOR SALE: Old established retail lumber 
business, Northeastern Wisconsin, rea! estate. 
buildings, inventory and equipment. To settle 
estate. Address Box R-25 American Lumber- 
man, Inc. 


CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise the ~~ size of yard you would 
be intereste . Twohy Lumber Co., Licensed 
lumber yard brokers for over 40 years. 714 W 
Olympic Bivd., Los Angeles 15. 


October 1, 1956, AMERICAN LUMBERMAN AND 











BUSINESSES FOR SALE 





FOR SALE 


and planing mill business in 
Northwestern Pennsylvania. the onl one 
doing architectural millwork and neiine a 
specialty of schools, hospitals. churches and 
fine cabinet work in an area of 200,000 pop 
ulation or within a radius of 40 miles. This is 
an efficiently ee plant including build 
ings and ground with clean inventory. Owner 
wishes to retire. Terms to responsible persons 
Address Box R-36 American Lumberman., Inc 


Retail lumber 


For Sale or Lease 


Wholesale and Retail lumber business. Ex 
pecting to do 3 million gross this year. Last 
year's total sales were 2'/, million. Ai modern 
buildings and equipment with modern layout 
including railroad siding. and on main artery 
Approximately 11 acre land. Located in South 
ern Connecticut. Principals only. Address Box 
R-37 American Lumberman, Inc. 


Lumber yard for sale, located in heart of 
Pennsylvania oi] fields, approximately 25,000 
population. Smal] mill inciuding living quar 
ters and apartment. also inventory: owner 
selling due to sickness: will take small down 
payment, terms. Owner selling direct. Address 
Box R-38 American Lumberman, Inc. 


FOR SALE: Retail Building and Hardware 
business in a good farming community. All 
buildings have been replaced this year. Stock 
recently replaced due to fire. Regent Lumber 
Co., Regent. N. Dak 


FOR SALE—Modern retail 
material, and fuel business. Northeastern 
lowa. Close to major wholesalers, center of 
richest farmland in the U. 8S. Wish to sell by 
January |. Address Box R-39 American Lum 
berman, Inc 


lumber, building 


To appraise full lines of products 


Some of the advantages to a 
lumber dealer in stocking one line 


of products are 


requires less time in 


ordering 


complete shipments at 


one time 


related trade mark sells 


all the products in a line 
better promotion support 


Your most convenient method 
of appraising complete lines of 
products is to study the annual 
Dealer Products File issue of 


American Lumberman. 


«++the April 2, 1956 issue 


«+This is only one of 16 


ways in which this issue can serve you... < et 


Bur_tpinc Propucts MercHANDISER 


LUMBER & DIMENSION 
FOR SALE 





For Sale: Juniper posts, poles and lumber. Pine 
poles. Cut to specification. Aromatic red cedar 
lumber and closet lining. Please ask tor prices 
P. E. Cayton, Edenton. North Carolina. Phone 
466). 


Lumber For Sale 
2 cars Ix6 #2 AD YP S28S4CM 
fob Chicago rate 


2 cars 1x8 #2 AD YP Shiplay 
fob Chicago rate 


Car KD Sound Knotty Cypress Pane! 
Louisiana stock good lengths 
Can SPIB Grade mark 


Can mix with Western woods oui of our 
house 


Gaiennie Lumber, Box 1774, Shreveport, La 


$81.25 


86.0 
152.0€ 


ware 


Kiln Dried Douglas Fir Industria! Clears 
Standard sizes through 16/4 


Also 
Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly: 
Al Clements Lumber Co 
P. O. Box 908 


Eugene, Oregon 


Phone 6-253! TWX EG-049-U 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 


Write for prices and information 


THE MINNESOTA SPECIALTY CO 


inneapolis, Minn 


rchandising... 


BUILDING PRODUCTS MERCHANDISING 
Reprinted from American Lumberman + 1% 


WE HAVE YARDS 


AT THESE POINTS 


as well as 
TOLEDO, 
OHIO 


\ 


’ 


USED MACHINERY FOR SALE 





Planing Mill Machinery For Sale 


Left Hand 8 Band Saw, 64°° Wheels. 3 block 
Knight Manulacturing Carriage. Boss Timber 
sizer, 30x16. Berlin 291 planer and matcher 
1Sx6. American #341 Resaw, 54° Wheel. 12 
Hermance Sticker. Greenlee Rip Saw 7427 
Hanchett 10° Lap Grinder. Band Saw Clamp 
8. Lancaster Geared Blower #40. Baldwin 
circular saw sharpener 24015. Blower fans 
35 to 60". Sprinkling system building 100x100 
Machines motor belt driven on ockwood 
bases with starters Attractive For 
further information write 


Bishop Lumber Co., 2315 N. Elston, Chicago 
ii 


prices 


FOR SALE 
V-60 Yates Resaw 60°° LH—tilt rolls. Practically 
new. Pilot wheel set works for fractional saw 
ing. V-belt drive 75 HP, Six 18 gauge saws 
Last word for complete unit, $8600.00 
HUSS LUMBER COMPANY 
1350 W. Fullerton Ave 
Chicago 14, Illinois 


LUMBER TRUCKS FOR SALE 
2—Ford Cab-over-engine trucks with Rolloll 
bodies. Good condition. Priced $500.00 each 

1 Fruehaui Trailer Rolloff $300.00 
1 Ross Carrier (new motor) Model 70--§3000.00 


Bishop Lbr. Co., 2315 N. Elston, Chicago, II! 


BOOKS FOR SALE 








HANDY LUMBER CALCULATOR. A usetul 
pocket size manual inciuding a lumber cai 
culator for standard sizes, log rules, esth 
mated weights of lumber and usetul miscel 
taneous lumber tabulations Price 50 cents 

AMERICAN LUMBERMAN, INC 
139 N. Clark St., Chicago 2, Il 


Over 40 pages of practical new ideas you can put te 
use today te tell more buliding materiats Presents 


sales of builders hardware, reefing and 
siding, windows, fleoring, hand teots, paint, ether 
important building products 


AMERICAN LUMBERMAN, INC 
139 MN. CLARK ST., CHICAGO 2, ILL 


Eactosed le my check in the amount of § 15 for the 


above book 





Address 





City, State 





SAVE ON TRANSPORTATION 
OUR NEAREST POINT 


. WE CAN 


F at \ SERVE 
[A 


SAVAR your 


SLAIN 7 TRUCK 
@AL EXAM of rustic 

f\ a wooD { 

Ri FENCE 


@ 
POST and RAIL 
SCREEN TYPE PICKET 

iy RESIDENTIAL 


1 rat ’ 
\ eof ; 
iis Wooo PRODUCTS CO., Toledo, Onic 


WHITE for CATALOG 
NG, VA 


Circle No. 68 on Coupon, page 126. 








- GILLIES BROS. & CO. Ltd. 
IT’S BEST... by TEST! BRAESIDE, ONTARIO, CANADA 


Mfrs. of (PINUS 
We've actually tested and com- meena WHITE PINE STROBUS) 


pared “Spartan” PART FOR 
PART in a licensed Testing Also some Norway and Spruce 


Laboratory!! It's a GREAT Door 
Closer! All the EXPENSIVE FEA- AIR-SEASONED = — = WATER-CURED 
TURES are in—but the PRICE! Rough or Dressed 


e UNIVERSAL HAND Capacity 28 million feet annually 
COMPACT DESIGN Sowmills — Broeside and Temagomi, Ontario 
PRECISION BUIL . Established 1842 _ Member N.A.W.L 


Circle No. 87 on Coupon. page 126 



































Attnactwe 
Price alt Yo 


Write today for com 
plete details, includ 
ing prices. 


S. PARKER HARDWARE MFG. CORP. 


23-27 Ludiow St. *° New York.2,N.Y. * Phone WAlker 5-6300 























Quality Hardware Since 1900 a : — 
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Nome 7 
(Pleese Print 


Compeny ——. 








City 








Advertiser 


ear Tire & Ruble 
1 Haven 
riffin Co 


Appliance 
Lbr. Co 
District Telegrap! 
American Kitchens Di 
Aveo Mfg. Corp 
Lumberman 
Zine Institute 
trong Cork Co 


Tack Ce 


Acme Mfe. < 21 (joo0d 


Ahonen (jran 


American 
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American 
Arm 


Atla 


H 
Hansen 
Harbor 
Hobbs Wall Lbr, Co 
Hoggson & Pettis Mfs 
Holt Hardwood C 
Hyster Cor 


Mfe 


Ply wor 


rp 


Lessler 
Bestwall 


Disappearing Stairway 


<“ertain-teed Sales Co ipany 
Lbr or 


Lbr. ¢ 


Hradley 
unyan 


In« 
Mills 
Di 
Tool Co 
Mills ¢ 
Flooring 
Door C 


Camp Co 
Chicopee 

Lumite 
Cincinnati 
Cleveland 
Cloud Oak 
Combination 
Consumer Glue 


Copeland Lbr c 
ood Hardware Mf 
er Mfg. & 


Ine 


uppl 
& ¢ 


Deniston Cr The 

wk Division 

Industrie Ine 

Disston Division, Henrs 
K. Porter Co m 

Donley Lire 


Dexter La 
Dexter 


Douglas | 


Dow Chen 





STARRY-KELLY 


LUMBER COMPANY, INC. 


Specializing in Ponderosa Pine 
and Associated Species 
. 


Kiln Dried - Air Dried - Surfaced - Rough 
YARD and INDUSTRIAL STOCK 


Sales Agents & Wholesalers 


1120 Old National Bank Bidg.—SPOKANE 1, WASH. 
Phone TEmple 1448 Teletype SP-175 
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BuILDING Propucts MERCHANDISER 


s‘' Index 


Stamped I't 


BALANCE SPRINGS, 


matched to the weight of your door 


for 
parts 
stamped and formed in our own plant 


sets size 


All 


Complete hardware 
type door 


any 
overhead rolled, 


Fully corrosion with 


electro-zinc-chromote 


protected against 


rioce “So/den” WaRDWaRE 


S s 
DOOR COMPANY 
/POWE 





Monmouth Junction, MN. J. 
for information write — POWER DOOR CO., Dept. Al 


Circle No. 90 on Coupon, page !26 


127 





ix people or four couples 
* o * 


Then there was the girl who didn’t understand u hy she was so 
popular “Is it m ' she asked a guy 

Nope,” 
“[sitm 
lsat m 
Nope 

/ owe uf 
That's at 


mpl rion” 
figure 


personalit 


Ihe clotl » aman looking his best are worn by girls 


on beache 


l here a standing invitation out to every lumber dealer to drop 
mat the MAUK Lumber Co. because we'd like to meet you—like 
you to meet us and furthermore, there’s that business of business 

Frankly, we feel that one wsit to MAUK might well be thi 
heginning el asst Our wholesale (and wholesale 
only) ser t up for your use. We know that knowing 
MAUK will mean re and better business both for you and us 

dy ip 1yl ‘ It's always open house at the MAUK 


Lumber Ci 


clation 


, 


Simple ia say } ws a girl who is so narrowminded 


1man following us. What shall we do?” 
coin, | guess.” 


* 


vas a fan dancer was because the bubble 


* - 


unging neckline) You could show a littl 


r satisfied,’ 
‘ ‘ 


What Dep't 
it a friend is \ man who'll eventually borrow 


it a bar is A place where they have no 
customer 
you know what a friend and a steady customer is A mat 


is MAU} 


* . + 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


* ¢¢ 
The GC. A. MAUK Lumber Co. 
Toledo, Ohio 
Circle No. 69 on Coupon, page 126. 








NEW PRODUCTS 


(begins on page 104) 





Bee Gee Crank Operator 

A new crank operator for all Bee Gee windows—new or 
old—is announced. The new device is geared for easy 
operation with no need to open the window screen when 
opening or closing the sash. Described as ideal for over- 
sink and over-tub windows. The new hardware features 
clean-cut modern design to fit with the styling cf Bee Gee 
modern wood windows. It is finished in rich antique bronze 
to blend with any room’s color scheme. Available factory- 
installed on all 170 styles and sizes of Bee Gee windows 
Brown-Graves Co., Dept. AL, Akron 1, Ohio. 

Cirele No. 245 on Coupon, page 126. 


Paint Brush & Roller Cleaner 


National Gypsum Co. announces a new paint brush and 
roller cleaner, Gold Bond Clean, which is said to clean oil 
paint from brushes or rollers the easy way. All that is 
needed is 4 to 6 tablespoons of Gold Bond Clean for the 
average 4” brush or 7” roller, work the cleaner well into 
the bristles, then simply wash the brush or roller under a 
stream of cool water, shake out and hang up to dry, says 
the manufacturer. Gold Bond Clean is also said to he ex- 
cellent for rejuvenating dried-out brushes. National Gypsum 
Co., West Coast Div., Dept. AL, 742 Grayson St., Berkeley 
10, Calif. 


Cirele No. 246 on Coupon, page 126. 


Hood & Companion Fan Systems 

New kitchen range hoods by Broan Mfg. Co. are offered 
with any of four companion fan systems, blower or fan 
type, to exhaust cooking vapors. A functional highlight of 
the Broan hood is a control panel, which is located in front. 
It has five actuating push-buttons, plainly marked high, 
low and off for fan or blower speeds and two buttons to 
operate concealed counter lights. Two types of Broan hoods 
are available—a modern design and a hood with a scalloped 
border, All hoods are available in five standard sizes. Broan 
Mfg. Co., Inc., Dept. AL, Hartford, Wis. 


Cirele No. 247 on Coupen, page 126 
¥ 5 


Damp-Seal on Concrete Block 

A new poly resin emulsion paint for sealing and protecting 
concrete blocks and other masonry surfaces against water 
erosion and moisture is announced. Known as Damp-Seal, it 
replaces another product (of the same name and use) 


previously included in the Monroe line. Easily applied, in- 
doors or out, by either brush or spray, Damp-Seal is said to 
improve the smoothness and appearance of any surface. In 
addition to concrete block, it is recommended for brick, 
cinder block, cement plaster, stucco, etc. Available in 11 
colors. The Monroe Co., Inc., Dept. AL, 10703 Quebec Ave., 
Cleveland 16, Ohio. 
Cirele No, 248 on Coupon, page 126 


Low-Cost Harborite 

Harbor Plywood Corp. has started distribution of its 
Harborite overlaid fir plywood in a new low-cost grade 
Designated Special Harborite, with a special purpose core, 
it is available with overlays on one or two sides. The resin 
impregnated overlaid face, which is permanently fused to 
the core, has the same super-resistance to wear, weather 
and water as the face on Harborite Super-grade, it is 
said. Special Harborite is particularly suited for soffits, 
gable ends, flat siding, garage doors, concrete forms, ete. 
Harbor Plywood Corp., Dept. AL, Aberdeen, Wash. 


Cirele Ne, 249 on Coupon, page 126, 


Vinyl Plastic Flooring 

Development of a new vinyl plastic flooring, designed 
specifically to meet the mass market demand for a quality 
vinyl product at low cost, is announced. The new product, 
Estate Corlon, is made in four sizes and 10 colorings. Roll 
goods are available in the two-yard width for professional 
installation; in 24” width for the do-it-yourself market; 42” 
width for use as a countertop material and in 9” x 9” tile. 
The new flooring is made on an asphalt-saturated back. Arm- 
strong Cork Co., Dept. AL, Lancaster, Penn. 

Cirele Ne. 250 on Coupon, page 126, 
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4 
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Pr 


BUILDERS’ 3 
HARDWARE 


Light I’ Hinges 


These attractive merchandise containers (polyethylene 
bags) have a separate compartment for the screws to 
protect the plated finishes on the hardware. Hang them 
up on your display counters and you will note how eye- 
appealing they are to your customers who can see at a 
glance all component parts for an easy and accurate 


Tariieliichilelae 


All National hardware is still packed in the conventional 
manner but for those who desire these new VISUAL packs 
No. 699 Cupbodi™ we offer all of the items illustrated here, Other items will 


soon be available in this new form of packaging which 


_ 
UMONUM is supplied to our dealers without increase in price. 


wa 


We celebrate another added productive year made 
possible through the confidence expressed in our 
_ products by our dealers nationwide. 


No. 214 Pull 


on 


No. 508 Light Narrow Butts No. 834 Barrel Bolt Light Strap Hinge No. 833 Barrel Bolt 





MANUFACTURING COMPANY : Sterling, illinois 


Circle No. 70 on Coupon, page 126, 
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NATIONAL ADVERTISING IN WARP’S 
HISTORY WILL BRING MORE FOLKS INTO 
Y——— YOUR STORE THIS YEAR THAN EVER BEFORE 


YOUR customers will be asking for EASY-ON’S, Genuine 
FLEX-O-GLASS and other Warp’s Window Materials. Be sure you 


window materials in all America. 


MARK-UP 


FORCES 


WITH 


WARP'S 


and keep the 
Window Mate- 
rial Business at 
home .. . where 
it belongs, in- 
stead of losing it 


to out-of-town 





Mail 
Order 


Houses. 


nr LocAt 


mMaker* ot Genuine 


Many dealers sell $1,000.00 

worth of Warp'’s Window Materials 

during Cold Weather. At this time of year, 

check your "'Warp's” stock Daily. Don't miss sales! 


IS CARRIED 


have a Good Supply of Warp’s on hand... The largest selling 


. ott O-Giass 


|  —s «ss LARGE DOMINA 

ADS will appear 
thousands of Daily a 
Weekly Newspapers. 
Throughout ¢ 
Country. 


My 


$$ ( 
, ‘costiy h . 
, THA 
, GLASS .. 


“a \Lets in 


“Aa \ Sunshine 


HUNDREDS 
OF RADIO 
NEWSCASTS 
will be telling peo- 
ple to get Warp’s 

39c Easy-On Kits 
or Genuine FLEX- 
O-GLASS 
from their 
Local 


yoate TOW “Sn ne Dealers. 
' per Houst 


\Vitamin D 


eA 
Flexible 

shatterproo! 

Losts for Years 


THIS POSTER > 


Posters like this come in every 
carton of “Warp’s” to put up 
in your Store Window during 
October and November to tie 
you in with Warp’s own Fall 
Advertising Program. 


BY RELIABLE JOBBERS EVERYWHERE 


foctured By WARP BROS., CHICAGO 51], the 





